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Have you a “hidden gold mine” of potential earning 
capacity which with 

— an opportunity 

— practical sales training 

— result-producing direct mail 

— thorough and consistent field help 


— friendly cooperation at all times 


would help you realize your goal? 


Salesmen with the ambition to succeed will find a real 
opportunity with 
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ENIOR NYLICS 

Some Interesting Facts and Figures Fo 
Gi 

FORTY-FIVE YEARS AGO, in 1896, the New York Life Insurance Company started “Nylic for 
Pl 
Agents.” There are now nearly 1,000 living agents who are Senior Nylics and who have earned the right to Co 
| I 
receive regular income checks, payable every month for life, provided they do not enter the service of another V 
C 
TI 
life insurance company. : tn, 
has 
gest: 
The amount of each Senior Nylic’s income check is determined by the volume, incidence, and per- Py 
. ist 
sistency of the business which he produced under the terms of his “‘Nylic” contract. The present average is nearly $100 a 
nt 
per month, the lowest is about $20 per month, and the highest is over $500. As most agents continue to write a aa 
tb 
; At 
substantial amount of business after becoming Senior Nylics, their Senior Nylic checks are only a part of their income. fe 
= 
i ing 
The average age when agents have become Senior Nylics has been about 55. Many of them are : , 
| TI 
‘on 
still young in years ... most Senior Nylics remain young in spirit. cs 
The opportunity to qualify for a Senior Nylic income encourages New York Life agents to render | “ 
le 
Stag: 
the best possible service to their clients. ‘“Nylic for Agents” thereby benefits all concerned—the policyholder, the | eal 
. oa 
ea | Bo 
Company and its agents. | or 
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Give Alternative 
Plans for Agents’ 
Compensation 


Include Paying Non- 
vested 2%’s to All 
Continuing Agents 


The committee on agents’ compensa- 
tion, which last fall proposed for general 
discussion a revised commission scale, 
has issued a supplementary report sug- 
gesting alternative plans that would en- 
able all agents to share in the payment 
of continuous 2 percent renewal com- 
missions after the 10th year. Instead of 
first commissions of 40 percent, second 
commissions of 15 percent, and third 
commissions of 10 percent—all vested— 
to be followed by seven 5 percents, non- 
vested except at death, and then by 
continuous nonvested 2 percents to a 
selected group of top-ranking agents, the 
committee suggests that companies 
might change from seven 5 percents to 
seven 4 percents, followed by 2 percents 
to be paid to all continuing agents. 

Another alternative suggested was to 
pay a smaller number of 5 percents, 
followed by continuous 2 percents. 
These alternatives continue to retain 
the emphasis on persistency and ex- 
tended renewals over the premium pay- 
ing life of a policy which characterized 
the original tentative plan. 


Caution Is Advised 


The committee points out that its pro- 
posals are admittedly based on assump- 
tions which may not fit the particular 
circumstances of some companies, and 
states that it cannot emphasize too 
strongly that any step taken by a com- 
pany must be justified by its own experi- 
ence and must be satisfactory to state 
supervisory authorities. 

Dealing with the effects of transition 
from present to proposed scale, the com- 
mittee report said: 

“A transition in a maximum of three 
Stages is proposed below, where a vet- 
fran agent might have any one of sev- 
tral choices. He might choose to retain 
0 percent and nine 5 percents, all 
Vested. He might choose the transition 
to A for one year, B for a second year, 
and C thereafter; or he might choose A 
for one year and C thereafter: or B for 
one year and C thereafter; or C imme- 
diately, 

‘The three stages are: 

A—One year at 50 percent, 15 per- 
cent, and 10 percent, all vested, with 
nothing thereafter. This. is the stage 
likely to be chosen by relatively few 
veteran agents, except those in the lower 
a brackets where cash in pocket is 
; B—One year at 45 percent, 15 per- 
piss 15 percent, and 10 percent vested: 
‘ven 2 percents vested only in the case 
! death; and continuous nonvested 2 
Percents thereafter. This is likely to 
(CONTINUED ON LAST PAGE) 


Agents Duty Is to Instill 
Confidence, Talbot Says 


Life agents by their own conviction 
and sincerity must restore confidence to 
the people and dispel their alarms and 
apprehensions in the rapidly changing 
world, President Talbot declared in a 
talk at the Bigwin Island, Ont., agents 
convention of Fidelity Mutual Life. The 
uncertainties, such as inflation, war, 
taxes and government attitude toward 
life insurance, should be dealt with 
logically. 

“If we do not at least assert positively 
our own firm faith in the future,’ he 
said, “we shall be rendering a poor serv- 
ice, indeed, to ourselves, to the institu- 
tion of life insurance and to our coun- 
try.” 

President Talbot said in regard to in- 
flation, “whatever form it might take, if 
it does in fact come, it would increase 
rather than decrease the need of depend- 
ents—that whatever the value of the in- 
surance proceeds dollar in that uncer- 
tain time, it will be far better to have 
some dollars than none. 


Inflation Not Unusual 


“We must always keep in mind that 
inflation is a relative term. That the 
price scale in general will rise in war 
time is quite to be expected. Prices are 
rising in many commodities right now. All 
this has happened before and it will hap- 
pen again. Within the duration of thou- 
sands of policies now on our books the 
commodity prices index has gone up and 
done down three or four times. This 
has in no way removed the sound rea- 
sons that led the owners of these policies 
to buy them and to keep them. 

“It is altogether likely that history 
will repeat itself and there will be simi- 
lar ups and downs in the dollar value 
within the duration of the policies we 
are issuing today. That is not new. It 
should not be alarming. There is one 
thing that we in the life insurance busi- 
ness do know, and with a great deal of 
conviction, the life insurance dollars 
that flow to the widow and her children 
are vastly bigger and more important 
than the premium dollars that made 
them possible. 


Dispels Fear of War 


“War, as a threat to insurance, must 
presuppose a shock many times as great 
as that of the first world war. The dis- 
location would have to be many times 
as severe to offer a greater proportionate 
challenge to life insurance resources. 
Within the corporate life of our own 
company, the world has seen many wars. 
The United States has been engaged in 
two of them. Not only did American 
life insurance survive, it gained new im- 
petus as a result of these wars. 

“Increase income tax: one more rea- 
son for protecting dependents. Unpaid 
income taxes for the income tax year 
and pro rata of tax for the current year 
must be met promptly after death—even 
though one’s best securities be sacrificed. 
Life insurance then is not a new liabil- 
ity but a new asset for the books of any 
man. 

“Social changes affecting insurance? 
Even in Germany where no. private 


property rights are sacred from Hitler’s 
control, life insurance has been protected 


and continues to grow. The effort to 
bring insurance into the orbit of govern- 
ment here in America seems to have 
passed.” 


Discloses Own Program 


President Talbot told a personal ex- 
perience in which he was questioned 
about the future of life insurance by a 
substantial business man who was 
deeply interested in life insurance, who 
readily conceded its fine past history, 
but bluntly came to the point that he 
questioned whether life insurance would 
stand economically in the years ahead 





WALTER LEMAR TALBOT 


when the policies bought today would 
reach a long time maturity. Past his- 
tory would not satisfy him, Mr. Talbot 
said. His faith in the future was marred 
and crippled by the new thoughts and 
practices which some of the political 
leaders continue to contemplate. 

President Talbot answered his ques- 
tioner by. revealing his personal life in- 
surance program, something quite con- 
trary to his usual practice. He pointed 
out that of the rather substantial insur- 
ance on his life, not one policy was pay- 
able other than by modes of settlement 
which might span two generations. 

“Had I not absolute faith in the fu- 
ture soundness of the institution of life 
insurance and of the Fidelity Mutual,” 
he said, “neither my wife nor myself 
would have made such a long time con- 
tract for a settlement of our life insur- 
ance proceeds. Evidence of this kind 
carries conviction.” 


Tells Fidelity Mutual Results 


He reported on Fidelity Mutual’s re- 
sults in the first half of 1941. Paid new 
business in the six months totaled $13,- 
461,102, a gain of 11 percent over the 
corresponding figure for 1940 compared 
to the general gain as reported by the 
Sales Research Bureau of 4 percent. 
Gain was shown in each of the first six 
months and lapses and surrenders were 

(CONTINUED ON LAST PAGE) 


Dangers Seen in 
Senate Committee's 
$30 Pension Scheme 


Goes Counter to Sound 
Social Insurance Princi- 
ples: Political Perils Great 


W ASHINGTON—Though aimed at a 
more widespread protection for the 
aged, the universal $30 a month pen- 
sion scheme for all over 60 recom- 
mended to the Senate by the special 
committee headed by Senator Downey 
of California violates several important 
principles of social insurance and sound 
social policy. The proposal, if enacted, 
would be readily subject to political 
manipulation. Constant pressure for in- 
creased benefits, once the law got on 
the statute books, would soon give it the 
vicious features of the Townsend plan, 
the “ham ’n eggs” movement and other 
schemes which it already resembles in 
a modified but still alarming degree. 

Downey is a Townsend sympathizer 
and supported the “ham ’n eggs” move- 
ment. Senator Pepper of Florida, an- 
other member of the committee, has 
long shown leanings toward universal 
pension schemes. Senator LaFollette of 
Wisconsin was the third member of the 
committee who voted for the proposal. 
The other two members, Senators Con- 
nally of Texas and Brooks of Illinois, 
did not vote. 


No Gradation by Responsibility 


Unbiased authorities on social insur- 
ance have repeatedly come out against 
universal pension plans not only because 
of their cost and the political dangers 
but for other reasons which go directly 
to the heart of sound social insurance. 
Any proposal to pay a flat monthly bene- 
fit to all persons reaching a certain age 
is socially erroneous because there is no 
gradation according to family responsi- 
bility. 

The man who has dependents receives 
nc more than the man with no depend- 
ents. A man with a wife a year under 
the age deadline, for example, receives 
nothing for her support. A year later 
the couples receives the full income for 
each partner. On the other hand if 
benefit schedules are set high enough to 
take care of all situations the cost is 
bound to be overwhelming. 


Cost Should Block Proposal 


Since the program presented by the 
Downey committee would cost, the com- 
mittee estimated, between $3,000,000,000 
and $4,000,000,000 there are strong rea- 
sons of economy why the scheme will 
probably not get very far. The drastic 
increase in taxes now being considered 
in Congress is aimed at raising about 
$3,500,000,000 for defense costs. An at- 
tempt to boost this amount 100 percent 
should meet with intense popular disap- 
proval. It would also go counter to the 

(CONTINUED ON PAGE 16) 
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Fidelity Mutual 
Agents Convene 
in Ontario 


President Talbot Says 
Agents Must Restore 
Confidence of People 


CONNECTICUT GENERAL MEN ON CONVENTION TRIP 
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BIGWIN ISLAND, ONT.—R. W. 
Campbell, Altoona, Pa., won the presi- 
dency of the Leaders Club of Fidelity 
Mutual Life, and was honored at the 
agents convention here this week. 
Frank H. Sykes, vice-president and 
manager of agencies, opened the first 
session. The Leaders Club was wel- 
comed to Canada by A. N. Mitchell, 
president of Canada Life. President 
Talbot of Fidelity Mutual then ad- 
dressed the gathering. 

John Dennis Mahoney, in his tradi- 
tional role of Fidelity office boy, con- 
ducted the installation ceremony, induct- 
ing officers and directors of the Leaders 
Club into office. The vice-president is 
H. N. Lyon, San_ Francisco; second 
vice-president, J. E. FitzGerald, San 
Francisco; secretary, H. T. Dillon, At- 
lanta, and treasurer, G. A. Hatzes, 
Washington, D. C. Those who qualified 








R. W. CAMPBELL 


by their production as directors are: 
N. G. Caputi, Providence, R. I.; D. F. 
Denton, Topeka; L. C. Burwell, Ir., 
Charlotte, N. C.; F. A. Eades, Roanoke, 
7a.; Sidney Rice, Indianapolis: W. O. 
Cord, Dayton; C. K. Gordy, New Ha- 
ven; G. K. Harris, Detroit; W. L. 
Hedgpeth, Raleigh, N. C., and M. E. 
Watson, Boston. 


Achievements of Club Officers 


Mr. Campbell, who spoke on “Those 
Last Two Minutes,” has long been a 
Fidelity leader, being president in 1938 
and second vice-president in 1939 and 
1940. Mr. Lyon, a former naval officer, 
won the vice-presidency for the third 
consecutive year. For several years he 
was a director, was treasurer in 1936 
and second vice-president in 1938. 

J. E. FitzGerald, life member Million 
Dollar Round Table, has been twice 
vice-president and six times president of 
the Leaders Club. Mr. Dillon, became a 
director in 1940, his first full year in am 
business. He formerly was a lawyer. 
Hatzes entered life insurance in 1914, 
but volunteered in 1917, was twice 


wounded in France and received the Or- 

der of the Purple Heart. He went to 

Washington a stranger late in 1940. He 
(CONTINUED ON PAGE 7) 
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Why Industrial Men 
Are Writing More 
Ordinary Policies 


D. H. McCue of Cincinnati comments 
on an article in THE NATIONAL UNDER- 
WRITER of Aug. 20 about industrial men 
writing much ordinary business. He 
Says: 

“T enjoyed your article on page 5 of 
the August 30 edition wherein you gave 
the industrial man credit for selling 
more ordinary and further explaining 
how he broke the ice in the earlier 
years of a man’s career through the 
sale of industrial insurance. It is re- 
grettable that not enough men follow 
through and get the ordinary that 
comes later. 


Opposes One Statement 


“I take exception to your statement 
on page 1, column 1 that ‘Industrial 
men are writing ordinary by accident.’ 
Your article on page 5 stresses the 
point that the industrial man is closer 
to the picture, therefore the industrial 
man is beginning. to see opportunities 
due to increased earnings of his policy- 
holders to sell them ordinary. The in- 
dustrial insurance man is very close to 
the picture and when he sees that the 
prospect can afford to purchase addi- 
tional ordinary insurance without dis- 
turbing his old industrial business he 
makes his canvas for the ordinary. 


Should Not Betray Confidence 


“A life insurance man has quite a 
bit of confidence given him by his 
clients and he should not betray that 
confidence. The man who writes new 
ordinary insurance to replace old indus- 
tria! is doing a great injustice to his 
clients. The old industrial, due to 
younger age of issue, dividends, dis- 
ability features, accidental death fea- 
tures, etc., is better than new ordinary. 

“The majority of industrial men 
know this and try to sell insurance ac- 
cording to needs. I am very sorry to 
say that there is at times a tendency 
on the part of a small minority of 
purely ordinary representatives to 
throw brick-bats at industrial, to have 
the policyholder surrender his old in- 
dustrial to buy new ordinary on the 
basis of annual premium comparison 
versus weekly premium, take credit for 
dividends on his ordinary and not on 
the industrial, never mention the added 
features of double indemnity and dis- 
ability on the industrial plus the 10 
percent allowance if the industrial were 
paid at the office as the ordinary with 





Baumann Removes 
Hat from Ring 


Jul B. Baumann, of Houston, imme- 
diate past president of the Texas Asso- 
ciation of Life Underwriters, announces 
his withdrawal as a candidate for the 
office of trustee of the National Associa- 
tion of Life Underwriters. 

Mr. Baumann was enthusiastically en- 
dorsed by the Texas association at its 
annual meeting in Beaumont June 2-4. 
Those associations which endorsed Mr. 
Baumann’s candidacy have been ad- 
vised by him of his withdrawal and 
thanked for their support. 

Mr. Baumann pointed out that for the 
past two years much of his time has 
been devoted to association affairs and 
out of consideration for the prior an- 
nouncements of two other men from the 
southwest for the same office he felt 
justified in withdrawing. 

As chairman of the sales congress 
committee and as a member of other 
important committees, Mr. Baumann 
continues active in association work, and 
if in the future his further services 
should be considered helpful, he twill be 
available. 


W. H. Murphy in Illinois Post 

William H. Murphy, who was at one 
time for several years advertising man- 
ager of the Chicago ‘“Herald-Examiner,” 
has been appointed supervisor of the 
small loan division of the Illinois insur- 
ance department, taking the place of Hi- 
ram McCullough who had been with the 
department more than eight years. Mr. 
Murphy recently was in the public eye 
as manager of the All Star football game 
in Chicago under the re ef the 
Chicago “Tribune.” 








his company is paid. This type of can- 
vassing paved the path for the so called 
radio counselors. 

“It is not an accident that the indus- 
trial men are writing ordinary; it is be- 
cause they are trained to sell ordinary 
when it is to the best interest of their 
clients. There is more money in cir- 
culation, our prospects can now afford 
ordinary plus the insurance they needed 
at the time they purchased it. We are 
still giving our clients the very best of 
service, That is why we are writing 
more ordinary,” 





Nels J. Nelson, San Francisco, man- 
ager Reliance Life, has been appointed 
local chairman of the defense sales pro- 
gram with F. J. Van Stralen, Massa- 
chusetts Mutual, vice-chairman. 
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Fee Counsellors o 
age 

Day Now Seems ma 
s 2 \ 

to Be Declining P 
of 

NEW YORK—Curtailment of fe feat 
counsellors’ business has been one of the for¢ 
results of the defense boom, since the wit 
increased prosperity has affected mainly pos 
those in the industrial classification. ind 
Additional factors in clipping the of | 
counsellors’ wings are the insistence of inst 
radio stations on a more temperate va- ing 
riety of program than the abusive broad- ae 
casts that were formerly the accepted joy 
thing, and also the fact that the indus- Ge 


trial-writing companies have liberalized I 


their existing policies so that even on raw 
old contracts cash values are available poe 
three years from issue. Stud 
Numbers Greatly Reduced Bas 
When the counsellors were at their & pe 
peak several years ago there were about ; 
100 in the New York area alone. To Gai 
day the total is not more than 20 ani 
only four or five of these do any con FF pe 
siderable amount of business. The rt so 
mainder are mostly former employes 0B ¢,, 
the major operators who have set wu) & ed 
shop for themselves. None has caught By. 
on in a big way. Their business life Be i 
expectancy is extremely short. $2.4 
The chief complaint against the cout- pi 
sellors among their clients is that the ao 
entire insurance situation is not fully in 
explained. For example, the insure on 
believes that the recommended changes a 
will leave him with the same insurance ons 


that he had before, lower premiums 

pay and a substantial amount of cas! 
in hand. Frequently the insured does 
not realize that this is merely done by 
converting an endowment policy to 0 
dinary life for the same. face amoutt 
When the client learns that he has pait 
a substantial fee for the privilege “ 
paying premiums for the rest of his 
life instead of to the end of the endow 
ment period he frequently claims the 
he has been misled. 





Robjent in Larger Quarters 


George F. Robjent, general agent °F 
Boston for State Mutual Life he 
moved his office to the Statler building 
Park Square, where they will occu?! 
larger quarters. Twenty-three full- time 
agents and an office force of 13 now V 





staff the agency, which is one of the & Bu 
top producing units of State Mutual & Co. 
During the past 10 years, the agen! Br 
has never dropped below sixth place a 
volume production nationally among | ‘ . 


the company’s agencies, and last yer ® 
led all agencies. 
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llinois Bankers 
Agency Convention 
Has Much Diversity 


Vice-president E. H. Hen- 
ning Stresses the Prosper- 
ity Aspect of Life Insurance 


E. H. Henning, vice-president and 
general counsel of the Illinois Bankers 
Life of Monmouth, III, in his address 
at the agency convention this week 
held at the Edgewater Beach Hotel, 
stressed the need for agents to watch 
their persistency and study methods to 
keep policies in force. Insurance at all 
times, he said, has to be sold. He took 
the position that while the cost of get- 
ting business has been criticised it com- 
pares favorably with all other enter- 
prises. “The agents, he says, earn what 
they get. Life insurance is a service 
proposition and an agent has to be on 
the job all the time if he is a good 
agent. 


Property Aspect Stressed 


Mr. Henning believes that too little 
emphasis is paid to the property aspect 
of life insurance. He thinks that that 
feature should be presented in a very 
forceful way and should be compared 
with all other securities and material 
possessions. He did not minimize the 
indemnity or purely protection function 
of insurance but the property value of 
insurance, he said, is far more appeal- 
ing and it should be sold for its prop- 
erty features. He said that people en- 
joy talking over the material posses- 
sions that they have, 

Insurance has made a great record 
during the depression years and has 
met all emergencies with great forti- 
tude and success. Therefore insurance 
as a property possession certainly 
stands at the very front rank of all one 
could own, 


Gains for Eight Months 


Mr. Henning said that new business 
during the first eight months was $18,- 
500,000 as compared with $10,900,000 
for the similar period last year. New 
business exceeds the entire 1940 record 


| by $1,400,000. At Aug. 1, the insurance 


in force was $109,600,000, increase 
$2,400,000. In the accident and health 
department, he said, during the first 
seven months there was a net increase 
in premiums of 7 percent. There was a 
gain in surplus in the accident and 


| health department of 60 percent and 37 


Percent in assets in that department. 
Mr. Henning said that the agency 
system in this country was responsible 
for the great record in life insurance. 
For instance, the United States has six 
times as much insurance in force as 
England which has been in the busi- 
ness many more years. England does 
not have agents. He referred to the 
non-agency state fund in Wisconsin 
Which has been in vogue for several 
years and yet has only $2,342,000 in 
force, Sears Roebuck & Co. gave a 
our years’ earnest trial to selling in- 
Surance through a catalogue and then 
= ttup. The savings bank life in- 
pe plan in New. York City has 
510,000,000 in comparison to the vast 
amount written by agency companies. 
his all Proves, he said, that insurance 
Must be sold. 
py ce-President Hart introduced H. J. 
uckley, head of Buckley, Dement & 
= well known advertising service 
ane of Chicago, who carries a large 
unt of life insurance himself. Mr, 
art said that Mr. Buckley had been 
(CONTINUED ON PAGE 8) 


Many Programs 
Set for Public 


at Cincinnati 


CINCINNATI — A_ comprehensive 
public relations program has been ar- 
ranged by the Cincinnati Life Under- 
writers Association to acquaint the pub- 
lic in Cincinnati and vicinity with the 
purposes and objectives of life insurance 
during the annual meeting of the Na- 
tional Association of Life Underwriters. 
C. H. Wible, Union Mutual, is chairman 
of the public relations committee. 

One of the major activities in this con- 
nection is the arrangement of prominent 
life insurance speakers to address lunch- 
eon clubs and a very imposing program 
has been prepared. On Thursday, Sept. 
18, the following addresses will be given: 
H. J. Johnson, Rotary Club, Hotel Gib- 
son; G. F. Johnston, Cooperative Club, 
Netherland Plaza; E. H. Schaeffer, Ex- 
change Club, Hotel Gibson. On Wednes- 
day, Sept. 17, C. C. Day will address the 
Lions Club, Hotel Gibson. On Tues- 
day, Sept. 16, the speaker is J. A. With- 
erspoon, Buckeye Club, Hotel Gibson. 
On Monday, Sept. 15, the speakers are 
E. F. Colborn, American Business Club, 
Hotel Gibson; C. J. Zimmerman, Ki- 
wanis Club, Netherland Plaza. 


Extensive Radio Program 


An extensive radio program has been 
planned. A 15 minute radio panel 
Wednesday or Thursday over station 
WCKY features Grant Taggart, G. E. 
Lackey, and H. K. Cassidy, with a talk 
by W. H. Cox. An outstanding life in- 
surance company president will prob- 
ably make an address over station 
WSAITI during the week. Beginning a 
week before the convention, a series of 
13 one minute broadcasts will be made 
each night at 6:45 with 26 local life 
underwriters participating. 

H. J..Johnson is president of the In- 








Would Change Word 
"“ aa to “Own” 


Vice-president and General 
Counsel E. H. Henning of the 
Illinois Bankers Life of Mon- 
mouth, IIL, in his address at the 
annual agency convention this 
week at the Edgewater Beach 
Hotel, Chicago, declared that he 
protested against the word “carry” 
in referring to life insurance. For 
instance, people say, “How much 
life insurance does Mr. Blank 
carry?” Mr. Henning declared 
that the impression left was that 
this was a man burdened with a 
great load, probably working un- 
der a terrific strain because of it. 
He would change the question to, 
“How much life insurance does 
Mr. Blank own?” The word 
“own” carries with it a special 
significance, a vital meaning 
something not of a burden but of 
a real property possession. 








stitute of Life Insurance; G. F. John- 
ston is regional group supervisor of Met- 
ropolitan at St. Louis, who has an impor- 
tant post in the national defense sav- 
ings drive and is a trustee of the N. A. 
L. U.; Mr. Schaeffer, a national trustee, 
is manager of Fidelity Mutual at Harris- 
burg, Pa.; Mr. Day is general agent at 
Oklahoma City of Pacific Mutual; Mr. 
Witherspoon is general agent of John 
Hancock at Nashville and vice-president 
of N. A. L. U.; Mr. Colborn is general 
agent of Connecticut Mutual at Roch- 
ester, N. Y., and a national trustee; Mr. 
Zimmerman is Chicago general agent of 
Connecticut Mutual and past president 
of N. A. L. U.; Mr. Taggart is with 
California-Western States Life at Cow- 
ley, Wyo., and is N. A. L. U. secretary; 
Mr. Lackey is general agent of Massa- 
chusetts Mutual, Detroit, and past presi- 
(CONTINUED ON PAGE 18) 








Survivorship Installments.” 


monthly installments. 


good will.” 


survivors. 
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WILLIAM H. KINGSLEY 
Chairman of the Board 





Twenty Years Guaranteed 


Our policy No. 706,878 was issued to a Californian on 
April 1, 1915. The insured died in February of 1917, after 
having paid two years’ net premiums totaling $366.04. 


This was a “30 Payment Life Trust Certificate 20 with 
The beneficiary—the insured’s 
widow—could have collected a commuted value of $4,596, but 
she elected to take annual installments of $300 each. She was 
guaranteed 20 such annual installments, and then was entitled 
to continue receiving annual checks of $300 so long as she 
lived. She died in 1937, after receiving the 20th. Before her 
death she had requested that future payments be made in 
To complete the survivorship year 
there still remained ten monthly payments due. 


One of her sons who was an heir—and by the way there 
was no other estate—wrote: “I feel that the company has 
more than fulfilled its contract on this policy, and therefore 
the remaining ten monthly payments should be charged off to 


Of course the company paid the remaining installments to 
the beneficiary’s heirs, but it is interesting that the foresight 
of the insured in buying this contract, and the faithfulness of 
life insurance, had been so thoroughly appreciated by his 


+ 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHELADELPHIA 


+ 


JOHN A. STEVENSON 
President 
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Impressive Roster 


of Speakers for 
L.0.M.A. Conference 


Variety for Office 
Managers at Cincin- 
nati, Sept. 29-Oct. 1 


The program has been released for 


the annual conference of the Life Office 
Management Association at the Neth- 
erland Plaza hotel in Cincinnati, Sept. 
29-Oct. 1. Included among those to 
speak are: D. N. Warters, vice-president 
and associate actuary Bankers Life of 
Iowa and president of the association; 
Norman L. Baker, assistant counsel 
Northwestern Mutual; Robert B. Sturte- 
vant, vice-president Ohio National; 
Donald B. Woodward, research assist- 
ant to the president Mutual Life of New 
York, and J. L. Batchler, controller 
Kansas City Life. ; ; 

Reports of six standing committees 
which have been engaged in extensive 
research during the year will be pre- 
sented and distributed. A feature of 
the meeting will be an industrial sem- 
inar of two sessions, directed by John 
F. Ruehlmann, vice-president of West- 
ern & Southern. There will be an ex- 
hibit of office machinery by 28 manu- 
facturers. ; 

The program consists of two and a 
half full day sessions with an open 
afternoon for visitation of the local home 
offices of Union Central, Western & 
Southern and Ohio National. Recrea- 
tion has been restricted to the evenings. 
The banquet will ‘be held the first day 
with varied entertainment. The day by 
day program runs as follows: 


General Session, Sept. 29 


General chairman, Ralph W. 
secretary Liberty National Life. 

Session chairman, Richard S. Rust, sec- 
retary Union Central Life. 

10 a. m.—Address of welcome, James 
G. Stewart, Mayor of Cincinnati. 

10:15—Presidential address, “Our Per- 


Beeson, 


sonnel,” D. N. Warters, vice-president 
and associate actuary Bankers Life of 
Iowa. 


10:45—“Organizing for Accounting on 
the Revenue Basis,” Charles H. Yardley, 
assistant comptroller Penn Mutual Life. 
Discussion, Louis R. Menagh, Jr., Pru- 
dential. 

11:30—‘“Policies and Routines Re Ac- 
ceptance of Checks, Endorsements, 
Checking of Endorsements, Forgeries, 
Legal Aspects, etc.,” Norman L. Baker, 
assistant counsel Northwestern Mutual. 


Ordinary Session, Sept. 29 


Chairman, Geston Garner, State Mutual. 

1:45 p. m.—“Planning Techniques Appli- 
cable to Life Companies as Developed in 
the Social Security Board Office,” Warren 
B. Irons, chief methods section Social 
Security Board. 

2:30—“Report of Activities of Depart- 
mentaland Functional Costs Committee,” 
M. H. LeVita, statistician Fidelity Mu- 
tual Life. 

“Some Practical Uses of Life Office 
Cost Accounting,” W. J. Adams, comp- 
troller Canada Life. 

“Cost Accounting for the Small Com- 
pany,” Edward O’Toole, controller Union 
Mutual Life. 

3:30 — “Office Routines for Handling 
Reinsurance, Ceded and Accepted,” E. M. 
Jackson, assistant actuary Jefferson 
Standard Life, and Robert B. Sturtevant, 
vice-president Ohio National Life. 


Industrial Seminar, Sept. 29 


General chairman, John F. Ruehlmann, 
vice-president Western & Southern Life. 

1:30 p. m.—Objectives of Seminar, Mr. 
Ruehlmann. 

1:45— “Report on Weekly Premium 
Forms Portfolio,” Hill Montague, Jr., sec- 
retary Life of Virginia. 


(CONTINUED ON PAGE 18) 
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Group in Force 
Reaches New High 


Is Major Index of 
Business Activity, Says 
Thomas I. Parkinson 


A record high for group insurance in 
force on employes in American industry 
is announced by Thomas I. Parkinson, 
president of Equitable Society. 

‘Group life insurance in force today in 
all companies amounts to approximately 
$17,700,000,000,” Mr. Parkinson said, * ‘rep- 
resenting, on the average, a year’s wages 
for his family in the event of the death 
of any one of 12,100,000 insured work- 
ers. A total of 31,300 industrial and 
commercial concerns now cooperate 
with their employes to provide group 
life protection by either sharing the cost 
or paying the entire premium. 

“These figures represent an increase 
above a year ago of about $2,700,000,000 
on more than 2,000,000 additional em- 
ployes. 

Index of Business 


“The widespread adoption of group 
insurance by industrial and commercial 
enterprises, both large and small, has 
operated to supply an accurate current 
eng eee ote of employment and wages 

American industry and business gen- 
och: as group insurance coverage rises 
and falls with the payrolls. The recent 
sharp gains in group insurance confirm 
the successive rises to new peaks re- 
ported in both employment and wages 
1 American industry in recent months. 

“This phenomenal growth in group 
cover reflects wide recognition on the 
part of employers of the need in their 
organizations for low-cost employe pro- 
tection. Hundreds of previously unin- 
sured concerns have adopted group plans 
within the year, and in others the return 
of many thousands of workers to paying 
jobs has increased the insurance totals.” 

This year’s record in group life insur- 
ance also indicates the trend in the other 
group coverages, including protection 
against accident and sickness, hospital 
expense, and old age dependency. 


50 Percent Increase 


“In the Equitable alone,” Mr. Parkin- 
son continued, “the volume of group life 
insurance underwritten in the first eight 
months represents an increase of about 
50 percent over the corresponding pe- 
riod in 1940. The Society’s volume in 
force of group life alone now exceeds 
$2,575,000,000, protecting some 1,600,000 
group certificate holders in 2,300 com- 
panies. Sizable gains have also been re- 
corded in the other forms of group cov- 
erage.” 

Group insurance is a development of 
employer-employe cooperation, he said. 





Alexander Agency 
Holds Annual Rally 


Selling insurance in a war market was 
the theme of the annual meeting of the 
W. A. Alexander & Co. annual agency 
meeting at the Palmer House in Chicago 
this week. Using slide films for illustra- 
tion, the speakers emphasized that not 
only do members of the public have 
more money under present conditions, 
but also that they are tremendously busy 
with their own problems and to a much 
greater degree than usual they are de- 
pendent on obtaining information on 
matters such as their insurance needs 
from others. The current situation, ac- 
cordingly, gives producers an unequaled 
opportunity to build up prestige with as- 
sured, but at the same time it imposes a 
great need for proper education of pro- 
ducers. 

The afternoon meeting was followed 
by a dinner, at which Wade Fetzer, 
president of the agency, gave his annual 
report. Wade Fetzer, Jr., vice-presi- 
dent, outlined the agency’s advertising 


California-Western 
States Leaders Meet 


The El Capitan Leading Producers 
Club of California-Western States Life 
completed one of the largest and most 
successful conventions in its history at 
Yellowstone Park. Approximately 180 


. 





oO. JI. LACY 


members, guests, and home office execu- 
tives were in attendance at the four-day 
session. 

Sol M. Minzer, Dallas, was installed 
as president by Grant Taggart, retiring 
president, who, although he led the field 
force was ineligible to succeed himself. 
Other new officers were Oscar L. Rus- 
sell, Oregon agency, first vice-president; 
Carl W. Madsen, Wyoming agency, 
second vice-president, and John B. 
Vetrano, Houston agency, third vice- 
president. 

Announced at the convention was the 
company’s change to a 3 percent reserve 
basis. In conjunction came news that 
no change would be made in the present 
dividend scale. Highlight of the meet- 
ing was the introduction of 1941 rate 
book containing eleven few policy 
forms, including a new income replace- 
ment plan; preferred 20 pay life; special 
preferred 20 pay life; a policy providing 
triple protection to age 50, double pro- 
tection between ages 50 and 60, and the 
basic amount thereafter; a life paid up 
at 70, and 15- and 20-year term plans 
and term to 65. New privileges and 
benefits for the new policies were an- 
nounced including automatic premium 
loan, 5 percent policy loan interest, 
availability of settlement options at any 
time after age 55, new deferred payment 
benefits, and a social security privilege 
providing monthly income to end at 65. 

A presentation of new sales plans, and 
sales material was made by Ernie Gut- 
tersen, inspector of agencies, who also 
introduced a visual package presenta- 
tion. 

Business sessions were held at Old 
Faithful Lodge, Canyon Hotel, and 
Mammoth Hot Springs Hotel, with a 
number of side trips arranged to various 
points of interest. President O. J. Lacy 
was honored at a dinner. Ray P. Cox, 
vice-president and manager of agencies, 
was the presiding officer during the 
convention. 








campaign for the coming year. J. H. 
Sherman and J. P. Murphy, vice-presi- 
rents, were in charge of the program. 

A popular feature was a “Dr. I. 
program at which office agents were 
asked questions which any producer is 
likely to encounter from assured. Wil- 
liam Ryan of the producing force was 
the “doctor” and a jury drawn from the 
underwriting staff passed: on the an- 
swers. 

About 400 office agents, employes and 
guests attended. In the evening a skit 
showing the importance of the life insur- 
ance profession was presented. 
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COMMUNIQUE: 


The Shield Army moves 
steadily forward in 1941, 
protecting widows and 
children against the 
enemies of insecurity, 
uncertainty and financial 


dependence. 


Every application repre- 
sents a clear-cut victory 
for this Army which is 
sworn to wage this fight 
against the foes of hu- 
manity. Every policy 
means a guarantee of 


security to a beneficiary. 


NATIQNAL LIFE 


AND AACCIDENT 
nsunanceCompanylnc. 


- R. CLEMENTS, President| 


TIONAL BLDG. 
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* Established life underwriters know the import- 














ance of direction in their careers. The course in 
planned salesmanship, conducted by the field- 
seasoned instructors of the AEtna Life Insurance 
School, is calculated to assist the Company’s 
established salesmen as well as its new life insur- 
ance underwriters. Many have found that today’s 
changed conditions require the charting of new 
courses. The School concentrates on up-to-date 
sales plans that are an effective aid in achiev- 


ing direction toward the success goal. 





The next five-week session begins on October 20, 1941 





Write to the TNA LIFE INSURANCE SCHOOL * HARTFORD, CONNECTICUT /or booklet 
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Sees Sales Jump in 
Immediate Future 


Wood and Others 
Reassure John 
Hancock Leaders 


Regardless of the outcome of the 
present world situation, life insurance 
sales will increase in the immediate fu- 
ture, J. Harry Wood, manager of gen- 
eral agencies,'told John Hancock Mutual 
general agency leaders at their conven- 
Beach Hotel, 


tion in the Edgewater 
Chicago. 
“In making a sensible analysis of 


what may lie ahead,’ Mr. Wood said, 
“we have to take account of three possi- 
bilities: 1. If the war goes on and the 
United States remains neutral. 2. If we 
go to war as an active belligerent. 3. 
If peace comes soon.” 

If the war goes on and this country 
remains neutral, it will find itself in 
the paradoxical situation created by na- 
tional defense where incomes are likely 
to be larger and opportunities for spend- 
ing smaller. Thus, there will be more 
people who can buy life insurance and 
more who will buy for no other reason 
than that they may not be able to spend 
all of their increased income on goods. 

The experience of Canada and the 
U. S. in the last war and of Canada in 
the present one throws some light on 
what might be expected if this country 
became an active belligerent, Mr. Wood 
declared. Sales in both countries in the 
last war showed increases from year to 
year. After the outbreak of the present 
war, there was a rush in Canada to buy 
additional insurance before the war 
clauses became effective. Then there 
came a lull. Now business is normal 
once more and has continued on about 
an even keel. At present it is running 
10 percent higher than before the war. 
There seems to be no reason, therefore, 
why sales will not be good in the event 
of war, he declared. 


Two Peace Possibilities 


The final alternative is peace with two 
possibilities, that of a British victory 
or that of a British defeat. In the event 
of defeat, the present spending pace for 
defense will continue if not accelerate 
and the high level of spending will have 
its effect on all commodities and services 
including insurance. In the event of 


British victory, Mr. Wood said, the situ- . 


ation will be similar to that following 
the last war and this country will be 
financing the reconstruction of indus- 
tries in other countries. Perhaps this 
may result in only psuedo prosperity, 
but temporarily it will result in the-con- 
tinuation of high velocity of money 
payments, which will mean sales for life 
insurance. 

The biggest thing in writing group 
need not be the commissions on the par- 
ticular cases, but the potential business 
that can accrue, Paul F. Clark, vice- 
president, told the conventioneers. The 
application cards give the names of 
employes, dates of birth, occupation and 
names of beneficiaries. Everyone from 
the top executive down is included, 
which means most of the employes. 
They have jobs and the agents probably 
can find out what they are earning. 


Must Revise Prospect List 


Mr. Clark pointed out that 40 percent 
of employes in insured groups have no 
individual insurance at all and that 25 
percent more have less than $500 worth. 
In industry today less than one person 
out of five carries more than $1,000 
which demonstrates a need for more 
protection. It is common knowledge 
that the average employe needs more in- 
surance than he can get under a group 
plan, but it is up to the agent to follow 
up the policyholders and to prove it to 
them, he said. 

Byron K. Elliott, vice-president and 
general counsel, stressed the importance 

(CONTINUED ON PAGE 19) 





Hawaiians Healthy, 
Insurance-Minded; 


Millionaire Says 


R. H. S. Brilliande, Occidental Life, 
Honolulu, the only Million Dollar Round 
Table — qualifier 
outside of the con- 
tinental United 
States, is now on 
the mainland on 
an extended visit. 
Young and vigor- 
ous, Mr. Brilli- 
ande’s observations 
on life insurance 
in the Hawiian 
Islands are author- 
itative and absorb- 





ing. 

To any ques- 
tions as to the pk. H. S. Brilliande 
market in the is- 


lands, Mr. Brilliande points to the re- 
markable record of the 27 life compa- 
nies authorized in the territory, In 
1940 these companies paid for $26,805,- 
360 and total premiums received 
amounted to $6,796,821, He points out 
further that 86,160 policyholders now 
Own $211,284,235 of insurance in force. 
The significance of the last statement 
lies in the number of policyholders, 
which indicate that one-fifth of the to- 
tal population is insured, certainly dem- 
onstrating that the Islanders are in- 
surance minded. : 

Of prime interest to the insurance 
man, Mr. Brilliande feels is the effect 
of the racially polyglot population upon 
underwriting problems. He divides the 
population into seven racial categories: 
Hawaiian, part Hawaiian, Caucasian, 
Chinese, Japanese, Korean and Fili- 
pino. The native Hawaiian population 
is negligible, interest in which can be 
nothing more than ethnological, he 
maintains. The important elements are 
the Caucasian, making up one-fourth of 
the population and the Japanese com- 
prising one-third. These two elements 
also produce the greatest volume of 
business in the territory. 


Japanese Mortality Lowest 


A feature which Mr. Brilliande is 
certain will amaze continental Ameri- 
cans is the fact that the lowest crude 
rate mortality over the past decade has 
been shown by the Japanese. Their 
mortality is 6.70 per 1,000 lives. Next 
lowest is the Caucasian with a rate of 
7.66. Third is the Filipino, while the 
highest mortality is among the native 
Hawaiians who die four times as fast 
approximately as do the Japanese, with 
a rate of 23.27. Hawaiian blood mixed 
as it often is with others shows a trend 
toward lower mortality. The rate for 
the Chinese and Koreans is 10.3 and 
11.74, respectively. 

Because the Japanese and whites on 
the islands share the double honor of 
being the most numerous and of having 
inversely the lowest mortality, Mr. 
Brilliande has analyzed them closely. 
The Japanese were imported many 
years ago, he explains, to fill the de- 
mand for farm labor which the easy- 
going Hawaiian could not meet. They 
were a hardy, frugal people of the 
lower castes who could be depended 
upon to work long hours at very small 
pay, because their wants were few. 
Many of these families are now in the 
third generation in Hawaii, Mr. Bril- 
liande says, and they are Americanized 
through and through. Except for a 
faint Nipponese influence through their 
parents, they have relinquished every 
tradition and thought of Japan. Time 
will erase any differences that still ex- 
ist he expects. 

The so-called “Japanese situation” 
does not hinge upon these Japanese 
who are American citizens, Mr. Brilli- 
ande maintains. Difficulties come from 
the 35,000 Japanese aliens, who because 
of birth in Japan, even though they 
havé spent most of their lives in the is- 


el 
elsewhere on the mainland fit very well 
among the civilians. There are a larg, 
number of white collar workers, a 
living conditions are exceptionally high 
and whose mortality is comparabj 
with like occupational classification, 
anywhere in the better sections of ¢), 

United States. With this type of sees ' 


lands, cannot become American citi- 
zens. Trouble may well come from this 
section of the population and demand 
drastic action when and if we will be 
at actual war with Japan. It is diffi- 
cult, of course, for the good American 
of Japanese ancestry to remain true 
when he is looked upon with great sus- 
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Aid in the National Defense is not a new 
role for the Business Men’s Assurance 
Company. Ever since the company was 
organized in June, 1909, it has been 
defending American Families against loss 
of Income resulting from accident, sick- 
ness or death. In times of NATIONAL 
EMERGENCY a secure family is the back- 
bone of National morale. B. M. A. has 
made an important contribution to family 
security in the payment of nearly 
$50,000,000.00 to policyowners and 
beneficiaries since organization. 
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y We . with a talk on “An Estimate of the Sit- expect to continue in actuarial work buvers are showing a greater willing- 
i Fidelity Mutual uation.” President Talbot will close the but do wish to have an understanding ness to pay the prices asked by the a 
Whos convention. Friday evening will be taken of basic actuarial theory and practice. panies. 
r high Agents Convene up with a costume dance. No advance mathematical training will 
arable be required. Mr. Streeter’s class will N Additional C , 
cations Streeter of Aetna Life to be open to part-time students as well as ame tion ommittee 
of the (CONTINUED FROM PAGE 2) those taking the full three-year course Or: the list of standing committees of 
E pros. he convention in the educa- Teach at Hartford College at the college. — the National Association of Insurance 
shen it fa SPOKE at — f the program on “Where : Mr. Streeter is a member of the ac- Commissioners released by Commis- 
erwrit. Ig tonal -s or w “de he at decedeal Hartford College has appointed Gor- tuarial department of Aetna Life and sioner Read of Oklahoma, secretary- 
me don C. Streeter of Aetna Life to its fac- is a graduate of Harvard University. treasurer, the special committee to en- 
» BB success in prospecting. ulty. Mr. Streeter, who is an associate 1 faciliti € the sec va off 
'S the MP Women agents lunched together of the Actuarial Society of America and eng gg oo te Can 
Ory & MB Wednesday and discussed their work the American Institute of Actuaries, Iowa Farm Sales Strong trum Maryland; L. H. Pink. New York 
under the leadership of Miss Bertha M. wij! teach the mathematics section of | DES MOINES—Farm land sales by and Frank Julian, Alabama. ; 
Loheed, Burr & Thomas agency, New the life insurance course. Topics to be insurance companies have reached rec- or 
York. Fidelity’s C. L. U. Association covered in this section of the life course ord heights this year in lowa with indi- 
sxpeti. [ME also held a luncheon in charge of E. H. wij) be compound interest and annuities cations pointing to a continuation of a | About 65 agents of the Memphis, 
eneral me Schaeffer, Harrisburg, who is a truste€ certain and the computation of net and strong market this fall. Several com- Tenn., district of the Life & Casualty 
high. Mp of the National Association of Life Un- gross premiums, dividends and non- panies report more sales during July and with their families, staged their annual 
racket, me derwriters and was one of the first to forfeiture values. The course is de- August than during all of 1940. There picnic at Chickasaw Park. Manager J. 
in the gp attain the C. L. U. designation. _ signed primarily for those who do not has been very little advance in prices but C. South was in charge. 
wever A round table session on Business In- 
nlisted a surance and Taxation,” was presided over 
high by W..S. Hale, Atlanta. Participating 
con yeas assistants were } Fe Oe Burwell, lr:, 
tthe Charlotte, N. C., member Million Dollar 
F pre. Round Table; R. W. Campbell, W. O. 
d the Cord, Dayton, life member Million Dol- 
those fat Round Table; H. T. Dillon, Atlanta, 
y ani and M. E. Watson, Boston. : 
E C. K. Gordy, New Haven, spoke in 
ot une Mae the Thursday morning session on “Fam- 


ily Maintenance—a Magic Key.” A one- 
act play, “What of the Present Market”, 
was presented. It took the form of a 
broadcast of Station FML—Vox Pop, 
in which the “Announcer” was Arch J. 
McQuilkin, supervisor head _ office 
Fagency, and the “Scout,” S. C. Dunning, 
supervisor of agencies. Interviews with 
an engineer, government clerk, doctor, 
grocer, construction foreman, toolmaker 
and garage proprietor were “broadcast.” 


© Other Speakers Thursday 


Mr. Schaeffer talked on “Sales Op- 
portunities Created by the Social Secur- 
ity Act” and several new pieces of 
"printed sales promotional material were 
distributed. R. F. Tull, vice-president in 
rcharge of underwriting, discussed ‘“Un- 
‘derwriting in Relation to the War.” 

» An open forum on “Today’s Objec- 
tions” was held, with M. R. Burr, New 
York City, presiding. Inflation and taxes 
'were considered. 
A golf tournament was held Thurs- 
iday afternoon, H. J. Wilhelm, Pitts- 
burgh, being in charge of arrangements. 
| Ladies were guests of the inn on a yacht 
itp around Lake of Bays. A. G. Tut- 
“hill, assistant manager of agencies, was 
/n charge of the party. In the evening, 
) there was a get-together banquet. 
' Two “Unknown Guests,” qualifying 
Sunder special rules between June 1 and 
» Aug. 15 were introduced in the persons 
of Dorothy Wilson, Brennan agency, 
Chicago, and F. W. Roesen, St. Louis. 
Friday morning there is to be an an- 
Sis of the report of the Sales Re- 
earch Bureau committee on persistent 
business by L. J. Doolin, assistant man- 
»ager of agencies, who was a member of 
athe committee. There will follow a one- 
pact play, “If I Had My Life to Live 
Over Again,” written and produced by 
fiss Elsie Ullri i 
sie Ullrich, head office, with 
Paul Wechsler, head office agency; his 
oe Jimmy; G. A. Miller, Wilmington, 
el, and Mrs. S. S. Dunning, Philadel- 
)phia, in the leading parts. 


i Series of Five-Minute Talks 


Pe, Ravid-fire I talks, with 
‘f - men competing will be a feature. 
ye speakers scheduled are R. F. Bur- 
a Pittsburgh; W. E. Davis, Lexing- 
ag Ky.; M. J. Deck, Detroit; Harold 
LY — Camden, N. J.; Vernon Phillips, 
; Cal omce agency; Henry Tecklenburg, 
ee S. C., and Doc Trout, Day- 
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five-minute 









: Hig PP-aW eek Club awards for con- 
9, "tous production are to he made by 
on Pickett, Sr., Louisville; the “Li- 
ie a amard to the agency showing the 
peuiien percentage of increase in con- 
ethe qualifications, by C. Brainerd 
"Prema , Pittsburgh, Pa.; and the 
tr -voeca ; trophy to the Leader 
howed a of the previous club year 
Prennan, ee by J. Hi. 
. ae on the program is to be 
. N. Lyon, San Francisco, 
























Irresistible 


The appeal of the John Hancock Readjustment Income Plan is hard to resist when it is 


presented according to our scientifically designed sales plan. 


Aided by visual sales material, strongly supported by national advertising, the idea appeals 


because it offers the family man a satisfactory and inexpensive solution to a vital problem. 
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(CONTINUED FROM PAGE 3) 


head of the committee that had just 
raised $7,000,000 for the University of 
Chicago. The resume of his talk will 
be found in the “Methods” page of 
this issue. 


Hugh Hart’s Talk 


Newly assaying the value of life in- 
surance in the light of today’s national 
and world conditions, Hugh D. Hart, 
vice-president and director of agencies, 
pointed out that “last year, 50 million 
persons voted for the candidates seeking 
election to the presidency of our coun- 
try, by far the greatest number who 
ever cast ballots in such an election. But 
in the same year 65 million voted for life 
insurance. They voted, moreover, not 
by free ballot or after the payment of a 
poll tax, but by paying 3 billion dollars, 
or an average of about $50 each. 

“But despite the permanence of the 
life insurance institution, two imperma- 
nent characteristics constitute conspicu- 
ous failures by which our profession can 
be indicted. One is the tremendous 
turnover in insurance salesmen. The 
other is the enormous lapse ratio in the 
business written. 

“We can’t blame life insurance or the 
agent himself, altogether, because men 
lapse policies. Other factors also are 
responsible. But to a great extent it is 
the salesman who is to blame. 

“First, he must become a permanent 
fixture in this permanent profession 
himself, deciding whether he will make 
his work a stopgap, or his life career, 
because the higher lapse ratio always is 
among the policyholders who do not 
have the interest, the counsel and that 
feeling of confidence in life insurance fos- 
tered only by the continuing evidence of 
the agent’s devotion to his profession. 


Three Tests 


The agent should apply three tests to 
determine promptly whether this should 
be a life work. Mr. Hart said. He 
should ask himself whether he really 
loves this work; if this is a profitable or 
prospectively profitable business, and, 
third, “Am I performing a constructive 
service to my fellow men?” All three 
must be answered strongly in the affirm- 
ative. 

“If you mean to build for permanence 
in this profession, start by trying not to 
drive too hard a bargain with a com- 
pany,” Mr. Hart said. “Don’t go with 

















THE FAMILY ADVISOR 


The life insurance agent has been the advisor of 


widows and orphaned children. He has helped 
them conserve the assets left by an insured husband 
and father. He has guided them in planning their 
own financial futures. Thus he has encouraged the 
development of those ideals of American living , 
which so clearly distinguish us as a nation— 
love of education, freedom of enterprise, security. 
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, company that tries to drive too hard a 
bargain with you, or with its pokicyhold- 
ers, There must be a three-sided mu- 
tuality of confidence, contractual obliga- 
tions as right and satisfactory for the 
one as for the others. 

“All my life I have seen dumb men 
making great successes of themselves in 
the life insurance field by staying with 
one company and plugging away at their 
work, and I have seen brilliant men 
make failures of themselves ‘because 
they knew no better than to be continu- 
ally seeking greener pastures. One was 
building for permanence, the other was 
not.” 

Vice-president Hart presided at the 
Monday and Wednesday business ses- 
sions which were devoted to life insur- 
ance, and O. F. Davis, assistant director 
of agencies, who is head of the accident 
and health department, presided Tues- 
day morning inasmuch as all the time 
was given to accident and health insur- 
ance, 

At the agency convention of the IIli- 
nois Bankers Life of Monmouth, IIL, a 
custom is followed that is rather unique. 
The convention proper starts at 10:45 
a.m, and the first day a reception is 
held where refreshments are served in 
the way of coffee, cake of all sorts, 
doughnuts and other breakfast delica- 
cies before the meeting convenes. 


PRESIDENT MARTIN TALKS 


At the Illinois Bankers banquet Tues- 

day evening, President Hugh T. Martin 
gave a forceful talk in which he sketched 
his views on some of the current menac- 
ing situations of the day and of the 
place that life insurance is likely to hold 
in a changing economy. He observed 
that in times of war there is a greatly 
increased mortality threat, not only be- 
cause of the direct hazards of combat 
but because of famine and _ pestilence. 
Moreover the mental strain upon indi- 
viduals in war time is great and has its 
effect on mortality. Accident frequency 
increases. 
_ The life companies are faced with an 
increasing difficulty of making safe in- 
vestments, He remarked that an invest- 
ment is not an individual thing but it is 
an integral part of the country and part 
of the economic system. 


Creation of Great Debt 


Creation of a great debt places a lien 
on every piece of property in the coun- 
try, he observed. Low interest rates, he 
predicted, will continue and will thus 
— — value of property on which 
i e received. Life insurance is 

ced with the danger of unfair taxes. 
He Said that life insurance is faced with 
a threat of a federal tax on premiums, 
not only on new premiums but on re- 
newals. He pointed out that insurance 
Premiums have not been calculated for 
any such element of expense. There is 
pai to balance the burden _particu- 
+ Allen companies, with their 
i ontracts. The burden of such a 
= would be tremendously unfair. It 
=. a sales tax after the sales 

ce has been fixed and the sale made. 
Par i officials, he said, are 
a - the necessity of raising huge 
Pca plage? Me they don’t under- 
the Hy Sap insurance situation. It is 
ech he People in the insurance busi- 
aed a the real implications 
oan. . ax, Ultimately it would be 
Were ime 0” Savings just as if a levy 
¢ Imposed on every dollar that was 
a a savings bank, ~ 

wae te es that are encountered in 
tunities 7 ne went on, create new oppor- 
he «so the life insurance business. 
oF life Sen at 7 create new need 
tion, if the i lax Sgro rere 
cate, th : ¢ : ar 1s to become worth 50 
sutbitie Lindh pe man with $10,000 of in- 
going — ten. If things are 
eee: “1 ns ould take out more 
all the ‘sor : estate taxes are going up, 
If there c ‘ reason for life insurance. 
all the PM ts mortality there is 
tect hin reason for a man to pro- 

pe Sell against the hazard of tl 
vay. If the individual fi oe boast te 
ARs money pe nds it hard to 
y, all the more reason to 








invest in life insurance and let the com- 
panies work it out. All the great prob- 
lems of the day are great opporunities 
for growth and service of life insurance 
companies, he declared. 

At the banquet Vice-president Hugh 
D. Hart presented awards to the lead- 


ing producers. There was great en- 
thusiasm when he announced that Den- 
ver C. Fields of Champaign, IIl., presi- 
dent of the Leaders Club, had just been 
elected to membership in the Million 
Dollar Round Table of the National 
Association of Life Underwriters. He 
is the first representative of Illinois 
Bankers ever to attain that honor. The 
other prize winners were Harry W. Holl 
of Illinois and Stanley V. Hopp of Ohio. 
Walter B. Bauman of Virginia, who 
also received an important award, was 
unable to attend the convention because 
of the illness of Mrs. Bauman. Prior to 
the banquet the officers of Illinois Bank- 
ers Life, as has been their custom for 
past several years, entertained at a cock- 
tail party a large number of friends of 
the company from outside its immediate 
ranks, 

Opening the Wednesday morning 
session which was presided over by Mr. 
Hart, Denver C. Fields, the club presi- 
dent, chose as his subject “What We 
Mean by Modern Needs.” He explained 
life insurance is a guarantee of the 
standard of living. The dollar today 
has only the purchasing power of 59c 
today as compared to the dollar a few 
years ago. Because of this, he said, it 
is necessary that more life insurance be 
purchased. 

Also, Mr. Fields declared, this coun- 
try is going through a period of infla- 
tion; the costs of living due to the 
war are rising. This along with debts 
which were accumulated during the de- 
pression years, shows why ample in- 
surance should be stressed. 

A complete education for the pros- 
pect’s children is needed and must not 
be overlooked, he said. He explained in 
these modern times, children cannot 
hold their own unless properly educated. 
In many cases only insurance, in event 
of death of the breadwinner, could pay 
high cost of education. 


Views Low Cost Plans 


“Low cost insurance is a device little 
understood and little appreciated,’ Wal- 
ter C. Hermann, special representative 
in Ohio, said. The primary purposes of 
life insurance have been more or less 
cast aside through high cost plans. 
Prospects and policyholders question 
high costs of insurance and in plans, 
other than low cost, the lapse ratio is 
high. 

Low cost plans, are becoming more 
and more popular because of limited in- 
comes, taxes, etc. The savings and 
protection plans of pre-depression days 
are not as popular, and business men 
and executives are becoming conscious 
of the advantages of low cost contracts. 

Many higher cost plans were pur- 
chased on impulse. Today Mr. Her- 
mann said, with people money con- 
scious the day of just plain selling is 
over. Complete plans and programs 
must be presented. He illustrated how 
he sold a low cost plan to a prospect 
to create an educational fund which the 
man had not had under a high cost 
program. 

An entertaining yet serious talk was 
delivered by Harvey Thorsen, home 
office representative, on “Selling Com- 
plete Protection.” He emphasized the 
need of selling A. & H. in a life pro- 
gram, to round out complete protection. 
He compared the sale of complete A. & 
H. and life protection to the sale of 
complete auto insurance protection. 

L. R. C. Robinson, special represent- 
ative, gave his views on “How to Sell 
the Big City Prospect.” He said when 
dealing with prospects in larger cities 
it is necessary to talk fast and, to come 
to the point and stick to it. The big 
city man thinks he is wiser than any 
other and it is wise for the agent to 
exalt this ego. He stated the big city 
man is more alive to protecting his 
family because of his business sense 
and judgment. The bigger the man the 
easier it is to talk to him. 

















His Greatest Reward 


This agent is experiencing a sense of deep 
satisfaction. 

He is paying a claim on the life of a late 
policyholder—money that will mean the 
difference between want and comfort to the 
widow and her children. 


The long hours of persuasive argument 
necessary before this insurance was 
placed are forgotten now. He thinks only 
of the fact that he has been instrumental 
in providing protection for those who 
need it. 


He feels this was worth all his effort... 
and more. ; 
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Changing the Insurance Tax Base 


In view of the Washington taxing au- 
thorities’ interest in changing the in- 
come tax base of life companies there 
is a little-publicized document which 
should be dug out and read with new 
interest. It is contained in Part 31-A of 
the TNEC report and is entitled “His- 
tory of the Taxation of Life Insurance 
Companies under the Federal Income, 
Capital Stock, and Excess Profits Taxes, 
1909-1940.” The author is Willard C. 
Mills, associate economic analyst, divi- 
sion of tax research, treasury depart- 
ment. Part 31-A is a sort of catch-all 
for supplementary material not included 
in earlier sections of the report, but Mr. 
Mills’ memorandum was intended to be 
part of the famous “Monograph No. 28, 


The Study of Legal Reserve Life In- 
surance Companies,’ prepared by Ger- 
hard Gesell and Ernest J. Howe, special 
counsel and economic adviser, respec- 
tively, of the Securities & Exchange 
Commission’s insurance study. 

Mr. Mills’ memorandum is as factual 
and objective as one could have wished 
the entire SEC report to be. While tak- 
ing no position one way or the other 
with regard to the rightness or wrong- 
ness of the present formula for taxing 
life companies the memorandum may 
prove helpful in preparing for the dis- 
cussions which will be held when the 
supplementary revenue act comes up for 
discussion this fall and the insurance 
tax question is under review. 


Dealing with Small Income Class 


Nor long ago THE NationaAL UNDER- 
WRITER, in making an analysis of some of 
its services was greatly surprised to 
ascertain the exceedingly high lapse 
ratio of what might be called small pre- 
mium men or offices. Unless a company 
sustained the expense of this service, the 
mortality was frightful. The men that 
are just getting by cannot afford to pay 
for a service. They have all that they 
can do to meet their own living expenses. 
Therefore, it is a question naturally with 
the business department of this publi- 
cation as to whether it pays at all to 
deal with those earning an income of 


less than a minimum standard that 
might be established. 

The same question arises in the 
minds of agents and companies. It is 


the small accounts that always absorb 
much time and bother. The medium 
sized and larger people and concerns are 
much more substantial. ‘Credit is not 


such a factor in connection with those 
in the higher brackets. 

Company executives are very much 
inclined to believe that it does not pay 
to have agents licensed who are not able 
to make the grade. They see the neces- 
sity of establishing a standard below 
which they cannot afford to go. Either 
the agent is unfitted for his job, is 
incapable of producing an _ existence 
wage or is indifferent. 

Agents find the same question con- 
fronting them in the way of assured. 
The smaller premium class occupies a 
great portion of the time. These ac- 
counts going through the books take as 
much time and trouble as the larger 
ones. They are not profitable. Yet in 
many cases the smaller people need pro- 
tection and the smaller producers need 
continuous employment. We have not 
yet solved the course we should pursue 
for those in smaller income brackets. 


Insurance Could Lend a Hand 


SECRETARY OF STATE HULL has assigned 
one of his assistants, who has a keen 
analytical and research mind to study 
from every possible angle economic 
conditions that are likely to follow in 
the wake of the war. This is a tre- 
mendously important subject to all of 
us. It would be the province of this 
particular department to gather. infor- 
mation of value, assimilate facts that 
may have a bearing and map out a 
program or programs for the guidance 
of the government and business. 

Secretary Hull in a recent address 
took occasion to outline a broad pro- 


gram of world economic reconst*ction 
as a basis of peace. He believes that 
raw materials must be available to all 
countries without discrimination. 
Many solid thinkers declare that the 
entire world is marching in the direc- 
tion of self dependent states or blocs. 
If such be the case then these units 
will aim to produce what they can con- 
sume. They will endeavor to find sub- 
stitutes for those goods or articles they 
have been importing. The trend will 
be for every nation to become more 
and more self reliant. The present 
trade system breeds war. Many econo- 


mists recommend a return to the 19th 
century plan of friendly world wide ex- 
change. There is an opportunity, de- 
spite who wins the war, to bring about 
a new system of exchange. of goods on 
a basis that will inspire more friendli- 
ness. 

Insurance is vitally interested in 
what will transpire after the war. It 
is in a position to lend a hand in the 
study of business and economic trends. 
Certainly we are hostile to any form of 
militarily controlled trade or a free-for- 


all grabbing method. Insurance has 
experts and thinkers that could contrip. 
ute in a most constructive way to the 
building of a new order in the westerp 
hemisphere and perhaps a new world 
order. 

We can all read with profit to oy. 
selves the book by Vice-president G, K, 
Howard of General Motors, “America 
and a New World Order.” He is jn 
charge of its overseas trade and is well 
versed on world business conditions and 
needs. 








PERSONAL SIDE OF THE BUSINESS 





Olaf H. Johnson, former Wisconsin 
commissioner and recently superinten- 
dent of agents in southwestern .Wiscon- 
sin for Lutheran Brotherhood, was mar- 
ried to Miss Margaret Remmel, for- 
merly of Madison, Wis., in Washington, 
D. C. They will make their home in La 
Crosse, Wis. 

H. M. Faser, 
Lamar Life, and Mrs. 
flew from Jackson, Miss., to Boston to 
visit their son, Henry M. Faser, Jr., 
Penn Mutual general agent. The Fasers 
are to spend two weeks in a camp in 
Maine. 

Mrs. Muriel Briggs, Southern Life, 
Dallas, has completed six consecutive 
years of producing three applications a 
week. 

Miss Lorita Sikes, cashier of the 
Augusta, Ga., district of the Life & Cas- 
ualty of Nashville, has been granted a 
private pilot’s license. Last year the 
federal government offered a competitive 
course of 72 hours’ ground school in- 
struction in meteorology, navigation, en- 
gines, parachutes, theory of flight and 
aircraft, civil air regulations and other 
subjects on which a student is required 
to pass a written examination prior to 
taking the flight test. Miss Sikes won 
the one scholarship available to a woman 
and at the same time did her work as 
ashier. She received flight training at 
Daniel Field in Augusta. 

Charles F. Williams, president of 
Western & Southern Life, is serving as 
general chairman of the committee on 
arrangements for the dinner honoring B. 
J. Houston on his 25th anniversary as 
fire chief in Cincinnati, Oct. 6. 


Miss Kay Taggart, daughter of Grant 
Taggart, Cowley Wyo., California-West- 
ern States Life and secretary National 
Association of Life Underwriters, was 
married in the Salt Lake L. D. S. Tem- 
ple to G. Malcolm Booth, university 
student of Provo, Utah. The ceremony 
was performed by J. Reuben Clark, Jr. 
of the first presidency of the Mormon 
Church, former U. S. ambassador to 
Mexico. Among those attending were 
Rufus K. Hardy, former manager at 
Salt Lake City for Western States Life, 
who was responsible for Mr. Taggart 
entering the life insurance business about 
25 years ago; Ernest Guttersen, vice- 
president California-Western States, and 
W. M. Duff, Pittsburgh, president Ed- 
ward A. Woods agency of Equitable 
Society. 

The doctors say that it will probably 
be two months before Charles G. Taylor, 
Jr., second vice-president of Metropoli- 


agency director of 
Faser recently 





tan Life, who was severely injured when 
he was run over recently by a tractor 
on his farm near Charlottesville, Vaz, will 
be able to leave the hospital in that city 
where he is under treatment for a 
broken leg and fracture of the collar 
bone, shoulder blade and several ribs, 
The machine was rubber tired. But for 
this, it is believed, he might have been 
crushed to death. 

Lowell P. Schwinger, district agent 
Northwestern Mutual, has been named 
general chairman of the 1941 Waterloo, 
community chest fund drive to be 
held Nov. 14-21. 

Cyril J. Donoghue, field training in- 
structor Metropolitan Life, was honored 
at a testimonial dinner in Buffalo, in rec- 
ognition of his 20 years service. Several 
home office officials attended. Mr. Don- 
oghue started as an agent. After serv- 
ing as manager he was transferred to 
the field training division in New York 
in 1933. 

Henry G. Johnson, agency secretary 
of the Illinois Bankers Life of Mon- 
mouth, IIl., sustained a heart attack as 
he was entering the home office build- 
ing a few days ago. He received imme- 
diate treatment from Dr. H. G. Eber- 
sole, medical director, and Dr. J. L. 
Sherrick, associate medical director. He 
was taken to the Monmouth Hospital 
where he is now resting. 

Miss Merle C. Corey, 57, for 30 years 
cashier and office manager of the branch 
office Columbian National Life in Salt 
Lake City, died at American Fork, 
Utah. She was born at Ogden, Utah, 
in 1884. She was rated as highly effi- 
cient in her work and popular. 


RECORDS 


Louis F. Paret agency, Provident Mu- 





tual, Camden, N. J.—Paid for $561,830 
in August, largest month since the 
agency was established. 


Knight Agency of Union Central Life 
in New York City, paid for $1,068,322 in 
August as against $1,017,095 for August, 
1940. 


Swig Named Superintendent 


Boston Mutual Life has appointed 
George D. Swig superintendent of its 
Allston district office in Boston. He 
joined the company at Roslindale, Mass. 
in 1931 and served as assistant superil 
tendent of the Dorchester district. 





Diamond Life Bulletins increase sales. 
Write 420 E. Fourth St., Cincinnati. 
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“Jack, meet Miss La Oomph, who I was telling you needs some coverage!” 















NEWS OF THE COMPANIES 








‘Travelers Reports 
at Mid-Year Mark 


_ Assets of Travelers at June 30, stood 
at $1,132,245,077 which was an increase 
© of $33,581,050 from Dec. 31. Net sur- 
plus amounted to $49,635,024, which was 
» an increase of $3,875,509 since the first 
of the year. Special reserves amounted 
to $17,237,056. 
Policy reserves in the life department 
amounted to $959,974,297, premium re- 
| serve on the other business amounted 
; to $24,921,009, which was an increase of 
| %5,133,671 or 26 percent since Dec. 31. 
| The big increase there is due largely to 
| the expanding volume of workmen’s 
» compensation business. 





Examination Report Shows 
_ Occidental Life’s Growth 


| LOS ANGELES — The convention 
_ xamination of the Occidental Life of 
| California, in which four states partici- 
_ Pated, four regions in which the com- 
_Pany operates, has been completed. In 
_ ‘itr report the examiners say in con- 
clusion: 
a a shown by the financial statement 
min appporting schedules, the company 
; re hss a steady growth. During 
he lod covered by this examination, 
= 888, an assets have increased $20,348,- 
ine nd the surplus to policyholders has 
ee $1,908,166, Insurance in force 
a sieges during the same period 
@ ip 94,285. All of the above amounts 
." aa * management funds. 
- _ assets have been conservativel 
4 be im accordance with the seoviiions 
* wan and present standards. 
PH investigation of paid and resisted 
Fp eee that, in the aggregate, 
2 an ished reserves were adequate 
0 Cover loss ‘payments and expenses in- 


Cc ; 
holt thereto. Claimants and_ policy- 
treatment. "4 Prompt and equitable 









PB. of Dec. 31, 
Statement 

shows, prepa 
admitte 
and 


1940, the financial 
1 abe red by the examiners 
gs usive of management funds, 
“ assets of $62,041,585, liabilities 
€tves of $57,860,746 and $3,180,- 






Federal Field Men 
Fete Hamilton 


Isaac Miller Hamilton, board chair- 
man of Federal Life, will be honored 
with a month production drive observ- 
ing his 77th birthday in September. 

Mr. Hamilton will be 77 on Sept. 6, 
and on the following Monday the com- 
pany which he founded will celebrate 
its 42nd anniversary. Mr. Hamilton 
served as president for the first 40 years, 
being succeeded on his 75th birthday by 
L. D. Cavanaugh. 

A Hamilton Trophy is to be awarded 
annually to the company’s outstanding 
agency. The first agency winning the 
trophy three times—not necessarily in 
consecutive years—will gain permanent 
possession of the big golden cup, sur- 
mounted by a figure of Victory standing 
on top of the world. 


Experiencing Good Year 


Federal Life is experiencing one of 
the best years in its history, and for the 
past 20 months has set a new production 
record each month, showing gains over 
the previous year. August production is 
approximately 35 percent above that of 
last year, and the best August since 
1931. For the first half of 1941 Federal 
reported an increase in life insurance 
sales of 25.6 percent. Premium income 
for the six months increased 3.8 percent; 
assets increased 2.6 percent; and free 
surplus rose .8 percent. Assets, as of 
July 1, totaled $18,450,662. Payments 
to policyholders and beneficiaries since 
1900 reached a total of $57,897,898. 





Hearthstone Life in Drive 


The Hearthstone Life, Indianapolis, is 
putting on a special production campaign 
with quotas totaling $765,000 of new 
business. A convention in Indianapolis 
Nov. 29 will mark the close of the drive. 


LIFE SALES MEETINGS 





New England Mutual 
to Hold Regionals 


Six regional meetings will be held in 
September by New England Mutual, 
with many agents and representatives 
from the home office in attendance. New 
sales plans will be presented, and tested 
procedures for selling under present-day 
conditions described by leading pro- 
ducers in panel discussions and clinics. 
Each regional will run two days, with 
conferences of general agents on the 
evening preceding, devoted to methods 
of agency organization. 

Wentworth-by-the-Sea, Portsmouth, 
N. H., will be the scene of the first 
meeting, Sept. 5-6, to be attended by 
members of the 10 regional agencies in 





the New England states. Two regionals 
will be held Sept. 12-13, the six agen- 
cies of the Pacific Coast states and 
Honolulu meeting at Hotel Ahwahnee, 
Yosemite National Park, and others at 
French Lick Springs, Indiana, from the 
North-Central territory. 


Other Meetings Scheduled 


Other meetings will be at Hot 
Springs, Ark., and Virginia Beach, Va., 
Sept. 26-27, to the Ozark resort going 
agencies of the south-central and moun- 
tain states, and to Virginia Beach those 
from the southeastern states. 

The final meeting, Oct. 3-4, will be 
held at Hotel Hershey, Hershey, Pa., 
attended by the agencies of the central 
Atlantic states. 

Among the members of New England 
Mutual’s home office staff who will take 











839 of unassigned surplus. This sur- 
plus, together with the capital stock of 
$1,000,000, provides a surplus as regards 
policyholders of $4,180,839.” 


in October. 


life underwriting. 


Home Office 





Again, with the close of another pro- 
duction year, one out of every four 
men under contract has qualified 
for the 1941 meeting of the Great 
Southern Club to be held in Houston 


Great Southerners are uniformly 
successful because they are select- 
ed on merit; equipped with a com- 
plete array of Participating and 
Non-Participating policies; and then 
thoroughly trained in the science of 


We need more men like these! 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


Houston, Texas 
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an active part in the programs are 
President G. W. Smith; M. P. Capen, 
G. L. Hunt, and Walter Tebbetts, vice 
presidents; Samuel S. Hall, Jr., financial 
secretary; Dr. H. M. Frost, medical di- 
rector; J. L. Stearns, actuary; W. E. 
Hays, director of agencies; D. W. Tib- 
bott, director of advertising; C. F. Col- 
lins, agency secretary; Dr. F. R. Brown, 
associate medical director; E. C. Lewis, 
executive underwriter; R. J. Lawthers, 
head of the benefit department; J. P. 
Hall, agency supervisor, and John Hill, 
head of the educational division. 


Program of Portsmouth Rally 


Fieldmen headlined at the Portsmouth 
meeting will include the dean of Boston 
general agents, A. H. Curtis, who will 
speak on “Heritage of a Hundred 
Years’; M. G. Summers, Boston, general 
agent, and E. L. Goodrich of the same 
agency, who will discuss business insur- 
ance in the clinic on advanced under- 
writing; W. C. Gentry, supervisor 
Boston-Curtis agency, “Social Security 
; Springboard to Sales”; H. ; 
Brewster, Providence, “Career Under- 
writing Sales Slants.” 

In the panel discussion and “Pros- 
pect Quiz,” with W. W. House, Hart- 
ford, general agent, as chairman, field- 
men on the team of experts will be: 
W. S. Cobb, Jr., Boston-Curtis; L. S. 
Greenlaw, Portland; G. C. Henley, Prov- 
idence; R. W. Partridge, Boston, general 
agent; R. C. Peterson, Worcester; W. B. 
Robbins, Springfield, Mass., general 
agent; K. V. Robinson, Hartford; H. G. 
Todd, Boston-Summers; R. T. Willis, 
Manchester, and A. C. Matthews, Rut- 
land, Vt., general agent. 

Besides business sessions, the Ports- 
mouth meeting will provide opportunity 
to take advantage of sports facilities. On 
the first evening there will be a company 
dinner featuring an original skit staged 
by W. L. Wadsworth and E. A. Hoff- 
man, Boston-Summers agency, and a 
sound film, “Building with New Eng- 
land Mutual,” showing highlights of con- 
struction of the new home office build- 
ing. 


Mutual Trust 
Holds Gathering 
of Eastern Men 


Top producers of the eastern sales 
organization of Mutual Trust Life of 
Chicago gathered at Lake George, N. Y., 
for a three-day regional convention. The 
attendance numbered 73 and included 
President Edwin A. Olson and Vice- 
presidents A. B. Slattengren and Ray- 
mond Olson. 

President Olson in the opening ad- 
dress traced the growth and development 
of the company from its origin 36 years 
ago. He took the audience through 
Mutual Trust’s explanatory booklet 
“Facts and Figures” and pointed out 
that the company is achieving sound, 
substantial gains in assets, income and 
insurance in force. 

The balance of the opening session 
was devoted to the presentation of Mu- 
tual Trust’s new mortgage redemption 
sales portfolio, with an explanation of its 
workings by Philip B. Steele, manager 
at Springfield, Mass., and H. A. New- 
hart, agency secretary. 

.. R. Lunoe, manager of the eastern 
department, presided at the next day’s 
session at which the new agents’ manual 
was presented and explained. Raymond 
Olson, vice-president and counsel, re- 
viewed the trends that have led up to 
the enactment of the present social se- 
curity laws, then related the opportuni- 
ties that this legislation has opened up 
to the men with the rate books and 
finally stressed the point that it is a 
necessity for the field men to be thor- 
oughly conversant with social security 
in the interests of rendering a higher 
type of service to his clientele. Mr. 
Olson then threw the meeting into an 
open forum in which practical sales 
ideas for the use of the company’s new 
social security determinator were dis- 





cussed. B. H. Dunlevy of Manchester, 
N. H., and Robert Kaplan of New York 
City were interviewed in the presence 
of the audience and demonstrated their 
method of writing business through the 
social security approach. 

The final session was presided over 
by Raymond Olson who read the paper 
delivered by I. L. Grimes, actuary, at 
the western convention on the subject 
of agent’s pension plans. About two 
hours were devoted to an open sales 
clinic conducted by Mr. Newhart, on 
prospecting with the family income 
folder, one of the company’s newest and 
most effective sales tools. During the 
clinic W. L. Cunningham, general agent 
at Syracuse, and Jack B. Hawkins, gen- 
eral agent at Worcester, were inter- 
viewed for the purpose of bringing out 
the methods they are using successfully 
in selling with the company’s family in- 
come folder. Mr. Slattengren delivered 
the closing address. 

Entertainment features were a take off 
on a popular radio broadcast Sunday 
evening with all conventioneers assem- 
bled in the “studio” and participating in 
the quiz show before the microphones. 
The annual golf tournament was held 
and the entire convention also enjoyed 
a boat trip around Lake George. At 
the banquet Mr. Slattengren acted as 
master of ceremonies. The president’s 
trophy in Class A was awarded to A. E. 
Richardson, Jr., manager at Boston, and 
the class B trophy was presented to 
Jack B. Hawkins. The agency award 
for excellence, a trophy presented each 
year to the most valuable agency, went 
this year to Springfield, Mass., and was 
awarded at the banquet to Philip B. 
Steele. The trophy for the most valu- 
able agent was presented to Clifford P. 
Carlson of Rockford, IIl., at the western 
convention. The highlight of the ban- 
quet was the address given by President 
Olson. 


Connecticut General 
Arranges tor Two 
Regional Rallies 


HARTFORD—tThe eastern regional 
educational meeting of the Connecticut 
General Life is 
being held this 
week at Swamp- 
scott, Mass. The 
western regional 
meetings will be 
held on Sept. 8-10 
at the Lawsonia 
Hotel, Green Lake, 
Wis. “Merchandis- 
ing Security in To- 
day’s Expanding 
Market” will be the 
theme for the con- 
ferences. Discus- 
sions will be in 
panel form, and 
will be handled principally by agents. 

At the Swampscott meeting Vice-pres- 
ident John M. Laird is chairman of the 
“Cooperative Security” panel and will be 
assisted by F. O. H. Williams, manager 
of the home office agency; E. C. Hen- 
derson, secretary and actuary; C. M. 
Eddy, secretary group department; 
M. H. Alvord, assistant secretary group 
department; F. P. McGuire, attorney 
and A. R. Johnson, salary allotment de- 
partment. 


Analyze Today’s Market 


Panel discussions on “Analyzing To- 
day’s Market” are led by F. S. Townsend, 
associate general agent, Allen, Russell 
& Allen, Hartford; assisted by A. W. 
Christopher, Jr.. New York City; A. L. 
Chalot, Erie; H. H. Tayntor, New Brit- 
ain; and W. M. Seidle, Allentown; and 
on “Prospecting in Today’s Market” by 
W. H. Barber, manager Newark, N. J. 
chairman; assisted by John H. Pitman, 
New York City; John P. Ahern, Hart- 
ford; H. M. Cady, Philadelphia and 
R. K. Metcalf, manager claim depart- 
ment. 

Other speakers include President F. B. 


F. B. Wilde 


Wilde; Vice-president F. H. Haviland; 
Dr. A. J. Robinson, medical director; 
S. F. Smith, manager Philadelphia; 
M. Jack Lacy, president Lacy Institute, 
Commissioner Blackall of Connecticut, 
Commissioner Harrington of Massachu- 
setts and J. L. Cole, superintendent of 
agencies. 


Meeting at Lawsonia 


At the Lawsonia meeting starting 
next Monday morning, J. L. Cole, su- 
perintendent of agents, will be chairman 
at the first session; President Wilde will 
give the welcome and Vice-president F. 
H. Haviland will speak on “Our Ad- 
vantages and Opportunities.” A panel 
discussion on cooperative security will 
be led by John M. Laird, vice-president, 
and will be participated in by six men 
from the field. Vice-president Haviland 
will be chairman at the second day’s ses- 
sion. George Goodwin, secretary in 
charge of the accident department, will 
speak on “Income Protection.” Dr. A. 
J. Robinson, medical director, will talk 
on “Underwriting Today’s Market.” 
There will be two panels, one led by W. 
G. Gastil, “Analyzing Today’s Market,” 
and the other led by F. M. Minniger on 
“Prospecting in Today’s Market.” 

The last session Wednesday morning 
of next week will be in charge of Presi- 
dent Wilde. Mr. Cole will give a talk 


a: 


Our New 


ARROW of GOLD POLICY 


Provides — 


l—Low cost protection at less than 
term rates. 


2—Selection 


(not less than five). 


3—Renewal privileges any number of 
times until age 60. 


4—F' inal renewal tc age 70 (selection 
period ends at age 60). 


5—Conversion privileges any time un- 
til age 70. 


A liberal, flexible, low cost contract. Extraordinary 
first year commissions and renewals. 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 
a 


Exceptional General Agency contracts in the states of Llinois. 
Iowa, Indiana, Ohio, Missouri and Kansas 


as will President Lacy of Lacy Instityt, 
Vice-president Haviland will close 4, 
meeting. 


Republic National Life 
Convention on in Dallas 


DALLAS—Progress of the Repubjic 
National Life in the last year and plan; 
for the future were outlined by Preg. 
dent T. P. Beasley at the opening seggioy 
of the company’s annual convention 
here. “We are determined,” he sai 
“to continue to build this company unti 
it has $50,000,000 of insurance in force 
—then $100,000,000—and on up until } 
reaches top in the southwest.” 

President Beasley presented awar(; 
to the company’s leading producers 
Lynn H. Tenney, El Paso, became pre. 
dent of the Leaders Club as the leadinc 
producer for 1941 and Harper H. Elliott 
was made secretary. Other leaders were 
Jack G. Oltorf, Manual Burke, R, 8. 
Clark, A. J. Bettwy, R. T. Hanna, Babe 
Pointer, Robert H. Smith, Ralph Coats 
C. P. Hilton, R. I. Jones, R. E. Jani. 
son, Terry Thompson, A. J. Wallace, 
V. V. Peterson, L. G. Ewing and Lloyd 
C. Glass. . 

Ward Phelps, consultant of the Sales 
Research Bureau, conducted a. sale 
seminar. Home office executives who 
spoke on their respective departments 
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included: R. K. DuVall and O. L. Bur- 
ger, vice- -presidents; E. Hastings, 
secretary and general counsel; Thomas 
M. Mott, actuary; Thomas H. ’Gilbraith, 
assistant secretary and assistant actuary, 
and Dr. Donald G. Kilgore, medical 
director. 


National ‘Guardian 
Meets at Madison 


The annual convention of National 
Guardian Life is being held at the new 
home office building of the company in 
Madison, Wis. A good part of Thurs- 
day morning was spent in inspecting 
the new home of the company. The 





—$—__—_—— 











GEORGE A. BOISSARD 


convention proper got under way at 
noon with a luncheon speech by Presi- 
dent George A. Boissard. 

The afternoon session was presided 
over by Franklin Van Sant, manager 
of the Madison agency. Speakers were 
Charles E. Roth, sales counselor, Den- 
ver; Herbert Hedges, general agent at 
Kansas City for Equitable of Iowa, and 
Charles J. Zimmerman, Chicago gen- 
eral agent for Connecticut Mutual. At 
the dinner that evening at which Presi- 
dent Boissard presided, special recog- 
nition were given members of the 
“Forty Club.” Service emblems were 
awarded several veteran agents. “The 
Guardian Follies” a revival of a feature 
of the convention of 1920, was presented 
by a group of company women as 
songstresses and dancers under the di- 
rection of H. H. Schultz and Frances 
McKenna. 

At the morning session Friday, Vice- 
president Richard Boissard will outline 
“Company Objectives for 1942.” Dirk 
Heezen, actuary, will discuss “How to 
Fit the New Policies.” “How to Avoid 
Delays” will be the subject of L. J. 
Larson, comptroller. The session will 
be directed by Albert G. Schmedeman, 
r., superintendent of agents. 

William J. Wandrey, secretary-treas- 
urer, will preside at the luncheon and 


Mr. Schmedeman will discuss “Your 
Part.” 

The ——— and evening of the 
pet ay will be spent at the Maple 
Bluff Country Club where the “Fats” 
bled ‘Leans” will play a softball 


th There will be a buffet supper in 
€ evening with musical entertainment 


a 
a movies of previous agency meet- 
a. 


N. W. Mutual Coast Regionals 


Regional meetings of agents of the 
Northwestern Mutual Life are being 
teas on the west coast, the first to 

held Sept. 29-30 at Gearhart- by-the- 

€a, near Portland, Ore., with L. F. 


par general agent there, as host. 
pond already announced, the  south- 
Mar, group will meet at Rio Del 
with _ San Francisco, Oct. 6-7, 
eral a _ Shipley as host gen- 

gent. Urban Poindexter, assistant 


director of agencies and sponsor this 
year for the western agencies, is co- 
operating with the regional committees 
in arranging the program and other 
details. Several other company officials 
will attend from Milwaukee. 


Mutual Benefit H. & A. 
to Have Eastern Rally 


About. 300 are expected to attend the 
eastern regional convention of Mutual 
Benefit Health & Accident and United 
Benefit Life at Bedford. Springs, Pa., 
Sept. 12-13. D. S. Walker, Philadelphia 
manager, will preside at the opening 
session. Speakers at that time include 
D. M. Brovan, San Francisco manager; 
B. F. Helmbrecht, Buffalo manager, 
and L. R. Quinn of the National Asso- 
ciation of Manufacturers. On the morn- 
ing of Sept. 13 the chairman will be 

F. Sheehan, Newark manager. The 
speakers will be F. S. Finch, vice-presi- 
dent United Benefit Life; Con McCole, 
manager of Mutual Life of New York 
at Wilkes-Barre, Pa., and Floyd Hol- 
dren, Cleveland manager, who will con- 
duct an “Information Please” hour. 

That afternoon there will be a round- 
table in charge of Joseph L. Belfiore, 
of Washington. At the banquet that 
evening the toastmaster will be S. C. 
Carroll, vice-president Mutual Benefit 
H. & A. The speakers will be A. W. 
Heuertz, president of the managers as- 
sociation; W. V. Gormley, secretary to 
the insurance commissioner of Massa- 
chusetts, and Dr. C. C. Criss, a 
of the companies. 





Kansas City Life’s Texas Rally 


A greater attendance than ever be- 
fore is expected at the summer meet- 
ing of the Texas state agency of the 
Kansas City Life at Camp Waldemar 
near Kerrville Sept. 14-17, O. Sam Cum- 
mings, Texas general agent, has an- 
nounced, due in part to the fact that 97 
members of the agency who. have been 
with the company from five to 36 years 
will be presented service emblems by 
President W. E. Bixby. 

Other home office officials who will 
attend include: J. F. Barr, vice-president 
and superintendent of agencies; J. A. 
Budinger, vice-president and actuary, 
and J. E. Bee, medical director. W. T. 
Whitehead, director of the department 
of sales promotion, will conduct educa- 


tional sessions for three hours each 
morning. Dix Teachenor, of Kansas 
City, the company’s leading producer 


and a life member of the Million Dollar 
Round Table, and Mr. Cummings will 
speak at a special evening session. After- 
noons and evenings will be left free for 
recreation. 

Among the agents who will receive 
service pins ‘from President Bixby will 
be T. C. Horan, the company’s oldest 
agent in point of service, who joined the 
Kansas City Life in August, 1905, 
shortly after it entered Texas. 





Sweeney Agency Roundup 


The Sweeney agency of Equitable So- 
ciety at Wheeling, W. Va., held its an- 
nual summer outing at Ocean City, N. J 

William J. Graham, vice-president of 
Equitable; B. Sweeney of Washing- 
ton, B..C., ae of the agency; State 
Senator Tom B. Sweeney, Jr., of Wheel- 
ing, manager of the northern West 
Virginia district and president of the 
West Virginia Life Underwriters As- 
sociation, and Carroll D. Evans, of 
Wheeling, formerly manager of the Fi- 
delity Investment Association, delivered 
addresses. 


Equitable Coast Agencies Confer 


VANCOUVER, B. C.—tThe Seattle 
and Spokane agencies of Equitable So- 
ciety held a conference here with Wal- 
ter L. Gottschall, director of agencies, 
Chicago, as guest speaker. 











Harold D. Holly, educational super- 
visor John Hancock Mutual on the Pa- 
cific Coast, is in San Francisco working 
with the Anthony J. Cawley and Robert 
A. Grimes agencies. 


NEWS OF LIFE 


ASSOCIATIONS 





Chicago Association Soon 
to Issue Magazine 


A monthly magazine is to be issued 
soon by the Chicago Association of Life 
Underwriters in size 6 by 9 inches, on 
calendered paper and starting with 12 
pages. A prize contest was announced 
this week for the naming of the maga- 
zine and for the best suggestion for a 
cover design, there being a prize of $10 
for each of these winning suggestions. 

The project is in charge of a special 
committee headed by J. D. Moynahan, 
Metropolitan Life. Other members of 
the committee are: W. H. Cassady, 
Equitable Society; C. A. Johnson, 
Royer agency Penn Mutual; Frank G. 
Lotito, Besser agency Lincoln National; 
W. A. Schmunk, Bruchholz branch of 


New York Life; Edgar L. Schna” 
Brennan agency Fidelity Mut", uid 
Lorraine M. Sinton, Cook >2cncy Mu- 


tual Benefit. 

The magazine is to replace the old 
mimeographed monthly bulletin and is 
to present details of association activi- 


ties, programs, personal items and arti- 
cles. The magazine will carry a limited 
amount of advertising sufficient to pay 
publication expenses. 

The association is distributing its 
printed membership roster in pocket 
pamphlet form which includes the names 
of 2,110 members representing 67 com- 
panies. The roster indicates the mem- 
bers in military or naval service and 
also lists 17 members who do not write 
life insurance. On the inside front cover 
is the life underwriters’ code of ethics 
and on the inside back cover the names 
of the presidents since the association 
was organized Dec. 7, 1888. Of these 
30 are dead and 24 are living. 


Miss Bryan Now Secretary 
of Detroit Q. L. U. 


Miss Ann Bryan has been appointed 
executive secretary of Qualified Liie 
Underwriters of Detroit, succeeding 
Miss Ann Brooks, who resigned to 
accept another position. 

New headquarters have been estab- 





lion per policy.. 











INCOME REPLACEMENT 


A NEW POLICY DESIGNED TO COVER 
A SPECIFIC NEED 


Occidental’s new Income Replacement 
sales average $11,600 of initial prolec- 


four limes 1940's aver- 
age policy size for the nation. 

Underwriters who thus raise their client's 
sights with this new 1941 policy also 
raise the survivorship income of his fam- 
ily. Betler still, they raise substantially 
their own commission-per-policy average. 


FOR FURTHER INFORMATION WRITE TO 
V. H. Jenkins, Vice President 


OCCIDENTAL LIFE 


INSURANCE COMPANY OF CALIFORNIA 


LOS ANGELES 
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lished at 649 Book Cadillac hotel, re- 
placing the former office at 1765 Na- 
tional Bank building. 

Miss Bryan has had a number of 
years’ secretarial experience, served as 
secretary to a prominent Detroit life 
general agent for seven years and at one 
time was private secretary to the 
premier of Manitoba. 

An advisory council of 32 members, 
with one representative from each 
agency in the city having five or more 
men under contract, has been formed 
to act as a liaison group between agen- 
cies and the association. H. M. Grier, 
Sutherland general agency of the Home 
Life, was elected chairman and E. J. 
Dore, Mutual Benefit, vice-chairman. 

Mrs. Garland Kahle, former assistant 
agency manager Equitable Society in 
Chicago, now a personal producer there, 
will speak at a breakfast meeting of De- 
troit women underwriters Sept. 10, on 
‘The Sales Problems of Wcecmen 
Agents.” She also will discuss the value 
of having a separate organization for 
women producers. All women under- 
writers in the metropolitan area are in- 
vited to attend. It is planned to form 
a women’s division of Q. L. U. Mrs. 
Florentine Heath, Mutual Life of New 
York, will be chairman. Miss Elizabeth 
Souderike, New England Mutual, is in 
charge of arrangements, Miss Florence 
Lorf, Penn Mutual, heads the nominat- 
ing committee which will present a slate 
of officers, and Alma Glock, Prudential, 
the committee which will present a set 
of bylaws and suggested program for 
the first year’s activities. Miss M. Louise 
Wilson, John Hancock, heads the tempo- 
rary membership committee which has 
been securing support pledges. 





Schwemm on Speaking Tour 


Earl M. Schwemm, Chicago manager 
of Great-West Life, has a number of 
speaking engagements scheduled in the 
near future before life underwriters as- 
sociations of this country and Canada. 
He will address the Ontario association 
Sept. 8 on “What’s Wrapped Up in a 
Life Insurance Policy,” the striking talk 
which he has given before many organ- 
izations in the last year. After a few 
days of sightseeing with Mrs. Schwemm 
at Quebec, he will address the Montreal 
association Sept. 11 on the same sub- 
ject. He is scheduled to talk before the 
St. Louis life underwriters Oct. 16 at a 
luncheon meeting and again at a gather- 
ing of the managers section there in the 
evening. 


Springfield, Mass.—Clyde F. Gay, Bos- 
ton general agent for Aetna Life, will 
address the opening meeting of the sea- 
son on Sept. 8. 

Baltimore—The annual outing was at- 
tended by about 200 members. The base- 
ball game between teams of ordinary 
and industrial agents was won again 
this year by the industrial team, which 
gives the “industrialists” two legs on 
the President Thomas J. Mohan silver 
cup. 

Leonard V. Godine, National Life of 
Vermont, has been picked by the nomi- 
nating committee for president. His 
election will be confirmed at the annual 
meeting Sept. 11. 

Others on the slate include: C. Lee 
Packard, Connecticut Mutual, first vice- 
president; Ernest J. Clark, Jr., John 
Hancock, second vice-president; and di- 
rectors, G. Millard Damm, Eureka-Mary- 
land; Clayton Demarest, Jr., Atlantic 
Life; David Goodman, Metropolitan; 
Phillip H. Lang, Penn Mutual; Harry N. 
Stadler, Travelers, and Herbert M. Tay- 
lor, Provident Mutual. 

San Angelo, Tex.— President Arch 
Crews, Paul Revere Life, has appointed 
B. A. Donnally, Southland Life, national 
committeeman. The San Angelo organi- 
zation has recommended to the state as- 
sociation that the west Texas sales con- 
gress be held at Big Springs for the 
second consecutive year because of its 
central location. Amarillo and Abilene 
are also bidding for the meeting. 

Wichita Falls, Tex.—More than 25 al- 
ready have enrolled for the sales train- 
ing school Sept. 20-Dec. 13. 





Fort Worth, Tex.—The annual picnic 
was held at Duke’s Merry Acres, country 
estate of A. Morgan Duke, president of 





Southland Life and chairman of the 
board of Commercial Standard of Fort 
Worth. 

Oklahoma City—Aid in defense bond 
sales has been pledged to H. C. Jones, 
internal revenue collector. 

A meeting of instructors has been 
called to follow the opening meeting of 
the Oklahoma Association of Life Under- 
writers here Sept. 10. Roy Ray Roberts, 
Los Angeles general agent State Mutual, 
will be key speaker at the main session. 

San Francisco—President Gerald F. 
McKenna, Continental Assurance, is 
completing plans for the “kick-off” 
meeting Sept. 11 covering national de- 
fense bond sales participation. 

Birmingham — President W. A. Luns- 
ford and Meyer Davidson, national 
councillor, were appointed official dele- 
gates to the National association con- 
vention in Cincinnati. 

The annual picnic was held at Roe- 
buck Country Club with golf, soft ball, 
horseshoes, swimming and_ barbecue. 
The Bargeron family (L. M. Bargeron, 
general agent Penn Mutual) grabbed all 
honors in golf. Mr. Bargeron was co- 
chairman of the golf tournament, his son 
Mac 0. first honors in the men’s tour- 
nament wi... 9 net score of 68 and his 
wife won in tne women’s division. T. J. 
Huey, superintendent Prudential, was 
general picnic chairman. 

Manhattan, Kan.— Meetings will be 
resumed Sept. 6 with the Midwest Life 
in charge. 

Fort Worth, Tex.—B. N. Woodson, | 
Sales Research Bureau, will speak at the 
send-off luncheon Sept. 

Wichita, Kan.— Tom Reed, Oklahoma 
City, million dollar producer for the 
Great Southern, will speak Sept. 6 on 
“1941 Recipes for Selling.”” He will also 
speak to the Peoria, IIll., association. 

New Jersey—Philip Torsney, manager 
Bloomfield branch Metropolitan Life, was 
appointed on the executive committee. 

Northern New Jersey—Justin Barbasse, 
Masterson Agency of Equitable Society, 
Newark, becomes associate editor of 
“Life Notes,” the association publication. 


COMPANY MEN 


Chicagoan Wins Post as 
Home Office Assistant 


Home Life of New York has appointed 
Paul A. Hazard, Jr., of Chicago as a 
home office agency field assistant. He 
will assist in selection, training and di- 
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PAUL A. HAZARD, JR. 


rection of agents, with headquarters in 
the James F. Ramsey agency, Chicago, 
with which he has been associated for 
the past three years. 

Mr. Hazard, who is 31, has been in 
the insurance business since 1934, hav- 
ing become one of the ranking sales 
leaders of Prudential in the Chicago area 
by the end of his second year in the 
business. He was connected with the 
Goldman agency. In 1938 he became 
associated with Home Life, and by the 
end of the year had qualified for the 
President’s Club and was the second 
largest producer. He consistently quali- 
fied for the club, and in August, 1941, 
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of any life insurance com- 
pany is the prompt, court- 
eous settlement of claims. 
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just a month before his appointment, 
was the 12th ranking sales leader for 
the year to date. 

Mr. Hazard also has engaged in su- 
pervisory activity in the Ramsey agency, 
and qualified for the C. L. U. designa- 
tion in 1940. He has appeared on 
programs of local life underwriters asso- 
ciations in northern Illinois and Michi- 
gan, and has addressed managers’ and 
general agents’ meetings. 





Home Official Changes 
at Security L. & A. 


S. A. Riesenman, formerly superin- 
tendent of agents, has now been made 
secretary of Security Life & Accident of 
Denver. As was previously announced, 
the new superintendent of agents is Ly- 
man C. Baldwin. Mr. Riesenman has 
many friends in the business. He will 
now assume general executive duties. 

Burr Betts, treasurer, hereafter will 
devote more time to the investment de- 
velopment and other executive duties. 
He attended the financial seminar at the 
University of Indiana both last year and 
this year. 

Mr. Betts will work with J. M. Camp- 
bell and R. L. Watkins who have 
had extensive experience in investment 
affairs. 

Mr. Baldwin started in the business 
about 10 years ago with Reliance Life 
in Denver. He qualified for the com- 
pany’s national convention his first year. 
He then went with Union Mutual Life 
of Portland, Me., first as agent, then as 
general agent at Rochester, N. Y., and 
later assistant superintendent of agents 
at the home office. 

Previous to entering the insurance 
business he had other sales experience in 
the packing house and coal fields. At 
one time he organized and taught a pub- 
lic speaking class at Rochester, N. Y., 
that was sponsored by the chamber of 
commerce. 





Anderson with Missouri Ins. Co. 


Arthur Anderson has been appointed 
agency supervisor of Missouri Insurance 
Company of St. Louis and will engage 
in building an agency force independent 
of the present industrial organization. 
He takes the place of Paul L. Temple, 
who has resigned to enter the feed busi- 
ness in Sullivan, Ill., with his father-in- 
law. Mr. Anderson has been in the in- 
surance business for his entire business 
life and has served as general agent for 
several companies. Missouri Insurance 
Company intends to launch a campaign 
to build an agency force in Missouri, 
Illinois, Kansas, Iowa and Kentucky. 
The company is making good progress 
in its insured loan and mortgage can- 
cellation business. All departments are 
making the best gains that have been 
— in any year in the company’s his- 
ory. 


ACCIDENT 


Regional Directors 
Named for National 
A. & H. Association 


Applying the principles of agency 
uilding to the National Association of 
Accident & Health Underwriters, Presi- 
dent Clyde E. Dalrymple, Preferred Ac- 
cident, Milwaukee, has announced his 
selection of regional directors and assist- 
ant regional directors, with F. Glenn 
‘ackwood, Massachusetts Bonding, 
‘ansas City, chairman of the regional 
rectors committee. Vice-chairmen 
Na Pacific Coast, H. O. Fishback, Jr., 
eorthern Life, Seattle; central, Armand 
hae’ Continental Casualty, Chicago; 
ity Awe R. W. Pope, Employers Liabil- 
ater FE New York; company associ- 
Yoke: Lydon, Ocean Accident, New 
‘; C. H. Davis, Pacific Mutual Life, 











Chicago; J. C. Higdon, Business Men’s 
Assurance, Kansas City, and G. W. 
Kemper, Firemans Fund Indemnity, 
San Francisco. 

Regional directors are: New England, 
F. L. Merritt, Monarch Life, Springfield, 
Mass.; Eastern Pennsylvania, Maryland, 
Virginia and North and South Carolina, 
F. M. Walters, General Accident, Phila- 
delphia; Georgia and Florida, O. L. De- 
lozier, Inter-Ocean Casualty, Atlanta; 
Tennessee, Alabama, Mississippi and 
Louisiana, E. H. O’Connor, Provident 
Life & Accident, Chattanooga; Western 
Pennsylvania, Ohio and West Virginia, 
C. A. Sholl, Globe Casualty, Columbus; 
Michigan, H. H. Jones, Commercial 
Casualty, Detroit; Indiana, C. Norman 
Green, Hoosier Casualty, Indianapolis; 
Illinois, D. E. Compton, Provident Life 
& Accident, Chicago; Wisconsin, W. A. 
Kempf, Old Line Life, Milwaukee; Min- 
nesota, North and South Dakota, Ray 
V. Lynch, Monarch Life, Minneapolis; 
eastern Missouri and southern Illinois, 
W. W. Cole, General American Life, St. 
Louis; western Missouri, Kansas and 
Nebraska, R. J. Costigan, Business 
Men’s Assurance, Kansas City; Okla- 
homa, R. B. Smith, Great Northern Life, 
Oklahoma City; Texas, Emerson Davis, 
Inter-Ocean Casualty, Dallas; Wyo- 
ming, Colorado, New Mexico and Utah, 
E. F. Gregory, Security Life & Acci- 
dent, Denver; Oregon, Washington, 
Montana and Idaho, J. W. Martin, Loyal 
Protective Life, Portland, Ore.; North- 
ern California and Nevada, J. H. Case- 
nave, Hartford Accident, San Francisco; 
southern California and Arizona, F. B. 
Alldredge, Occidental Life, Los Angeles. 

One or more assistant regional direc- 
tors also have been named for each zone. 
The appointments for the New York- 
New Jersey area are yet to be an- 
nounced. 


Membership Goal Set 


W. B. Cornett, Loyal Protective Life, 
Columbus, chairman membership com- 
mittee, has set as the goal for the year 
a formation of 25 new locals and an in- 
crease of membership of 50 percent in 
present chapters. 

The committee plans to concentrate 
on the formation of new organizations 
in the following cities: Oakland, San 
Diego, Long Beach and Sacramento, 
Cal.; Hartford and New Haven, Conn.; 
Wilmington, Del.; Miami and Tampa, 
Fla.; Evansville, Fort Wayne and South 
Bend, Ind.; Des Moines, Ia.; Wichita, 
Kan.; Louisville and Lexington, Ky.; 
New Orleans; Portland, Me.; Baltimore; 
Springfield and Worcester, Mass.; 
Grand Rapids, Flint and Lansing, Mich.; 
Duluth, Minn.; Jackson, Miss.; Trenton, 
N. J.; Albany, Buffalo, Rochester, Syra- 
cuse and Utica, N. Y.; Asheville, Char- 
lotte, Durham, Greensboro, N. C.; Tulsa, 
Okla.; Erie, Harrisburg, Reading and 
Scranton, Pa.; Providence, R. I.; 
Charleston, S. C.; Chattanooga, Knox- 
ville) Memphis and Nashville, Tenn.; 
Dallas, El Paso, Fort Worth, Houston 
and San Antonio, Tex.; Richmond, Va.; 
Charleston and Huntington, W. Va., and 
Washington, D. C. 

It also is felt that there should be one 
association each in Idaho, Montana, 
Nevada, New Mexico, North Dakota, 
South Dakota and Vermont, along the 
line of the one so successfully operated 
in New Hampshire. 








Life Lawyers Plan Season 


President L. A. Stebbins of the Chi- 
cago Life Insurance Lawyers Club has 
sent a questionnaire to members asking 
whether they are still interested in the 
organization and whether they will at- 
tend meetings, whether they will accept 
assignments on the program and they 
are asked to state their preference as to 
the time and place of the meetings. In 
past years the gatherings have been held 
the second Tuesday of each month at 
the Chicago Bar Association quarters. 
The first meeting of the season will 
be held Oct. 14. 


The Southwestern Life of Dallas has 
erected a large V—for Victory—neon 
sign on the front of its home office 
building. 


NEW YORK 


C. LU. 





L. P. HEPBURN HONORED 


Lloyd P. Hepburn received a certifi- 
cate commemorating his 45th anniver- 
sary with Prudential at a luncheon mark- 
ing the event. Manager H. L. Wofford 
made the presentation. 





GORTZ ASSISTANT IN BROOKLYN 


Norman Gortz a leading underwriter 
of John Hancock Mutual Life, operat- 
ing at Passaic, N. J. and other small 
towns in the region has been promoted 
to assistant manager and transferred to 
Brooklyn. 





SOCIETY AWARDS ARE MADE 


Winner of the class 1 award of the 
Insurance Society of New York based 
on the examinations of last April, in the 
life division, is Albert Weller of Metro- 
politan Life. In class 2 the winner is 
A. A. Moran, also of Metropolitan Life. 


The donor of these awards is L. A. 
Lincoln, president of Metropolitan 
Life. 





M. G. Rosenfeld of the Ginsburg 
agency of Federal Life in St. Louis in 
his first three weeks with the agency 


Feature Huebner in Boston 


The Boston C.L.U. is holding a large 
luncheon meeting Sept. 10 in the Cham- 
ber of Commerce. Dr. S. S. Huebner, 
president of the American College, will 
be the guest speaker. All general agents 
and managers and all agents who have 
passed one ‘or more examinations, or 
who are contemplating qualifying for 
the C.L.U. designation will be invited 
guests. 


House Is Hartford President 


The Hartford C. L. U. chapter has 
elected W. W. House, general agent 
New England Mutual, president. John H. 
Duncan, Travelers, New Haven, is vice- 
president, and W. L. Camp, III, editor 
Connecticut Mutual Life, reelected sec- 
retary-treasurer. 

Mr. House is a former president of 
the Hartford Life Underwriters Associa- 
tion and received his C. L. U. designa- 
tion in 1932. Philip Holway, Connecti- 
cut General, is retiring president. 











produced 35 life applications. Pre- 
viously he was for six years with a 
New York company. 
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OF SERVICE T0 
AGENTS AND 
POLICYHOLDERS 


A lot of history has been written in the last 
45 years—it has seen the rise and fall of 
aations—good times and bad times. 
through it all, the Reserve Loan Life Insur- 
ance Company of Texas has steadily 
marched forward to its present enviable 
position. 
ment serves agents and policyholders alike. 
Every co-operation is extended to its agents 
—modern underwriting with full, liberal com- 
missions. 


But 


Its sound, conservative manage- 


This is your opportunity to join us—to in- 
crease your selling as well as your earning 
power. Write us today. 
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LIFE AGENCY CHANGES 





Eldredge Manager of New 
Union Central Agency 


Floyde H. Eldredge has been ap- 
pointed as manager of the Union Cen- 
tral Life’s new 
agency at Hast- 
ings, Neb. 


Mr. Eldredge has 
been 12 years with 
Union Central. In 
1929 he joined the 
field force after 20 
years as the whole- 
sale representative 
of a Lincoln hard- 
ware concern. 





During his first 
10 months with the 
company, he paid 
aise ens hg ** rd Floyd H. Eldredge 
second year he paid for 137 cases for 
$357,487. 


During the 12 years he has paid for 
$4,182,058, an average of nearly $350,000 
yearly. He has written that business 
on 995 cases, the great majority of his 
business being concentrated in Hastings, 
a town of 15,000. 

Mr. Eldredge helped organize the 
Hastings association, and he served in 
various executive capacities. He is now 
president of the Nebraska association. 





Haas Is Fidelity Mutual 
Manager in Kansas City 


J. H. Haas has been appointed mana- 
ger by Fidelity Mutual Life in Kansas 
City. He has represented National Life 
of Vermont there as an agent since 1938. 
Although born in Iowa, Mr. Haas has 
spent almost his entire life in Kansas 
City, where has was an outstanding 
high school athlete. He attended Yale, 
playing three years of varsity basket- 
ball, and was captain in his senior year. 
He also played football, and was in the 
backfield of the famous 1923 team which 
was awarded the mythical national 
championship. 

Following graduation, he was in the 
steel businéss in the east and Great 
Lakes region, but left that field for life 
insurance in 1931. 


Jenkins and Sloan Advanced 


Gordon Jenkins, San Francisco branch 
office cashier of Occidental Life of 
California, has been advanced to assist- 
ant manager, according to H. A. Sloan, 
manager. Mr. Jenkins went to San 
Francisco in 1939 from the home office 
where he had been since completing his 
college work at the University of South- 
ern California in 1936. Mr. Jenkins, 
who is a son of Verne H. Jenkins, vice- 
president, has served in practically every 
department in “learning the business.” 

Herbert S. Sloan, son of Manager 
Sloan, who has been with the San Fran- 
cisco office of the Occidental Life since 
February, has been appointed assistant 
manager at San Diego under G. A. 
Stannard, manager. Mr. Sloan ranked 
sixth among all agents in June. Before 
going to San Francisco, Mr. Sloan was 
in the life field in Chicago and New 
York. 





New Pueblo Office Opened 


Leslie M. Haynes has been named 
Pueblo, Colo., general agent ‘by the 
Farmers & Bankers Life which has 
opened a new office there in the 
Thatcher building. Mr. Haynes, who 
has been in insurance for four years, 
went to Pueblo a vear ago. 


Jefferson Standard Shifts Gerke 


Ed Gerke has been transferred to 
Wichita Falls as district manager of 
Jefferson Standard Life, succeeding the 
late George H. Watson. He has been 
with the company in Fort Worth for 12 
years. 





Becomes Mutual Benefit 
Manager at San Diego 


Murrell Brothers, Pacific Coast super- 
visors of the Mutual Benefit Life, have 
appointed Thomas Minifie as district 
manager at San Diego. Offices will be 
maintained in the New California build- 
ing. 

‘Mr. Minifie has represented Mutual 
Benefit in Los Angeles for the past 
two years. Prior to that he was asso- 
ciated with the home office agency de- 
partment at Newark. Following gradu- 
ation from Columbia University, Mr. 
Minifie for several years was special 
agent and supervisor for American 
Surety in New York. 





Butterworth Welcomed at 


Atlanta as General Agent 


ATLANTA—George L. Hunt, vice- 
president of New England Mutual Lite, 
was here Tuesday to attend. the induc- 
tion of Linwood Butterworth as general 
agent. A luncheon was held at which 
Mr. Hunt spoke and which was at- 
tended by members of the Life Man- 
agers’ Club as well as by the agency 
force. 

Mr. Butterworth succeeds. Major Rob- 
ert J. Guinn, who is retiring after 33 
years as general agent for the company, 
but who will retain active association 
with the agency as “agent emeritus.’ 
Mr. Butterworth formerly was a mem- 
ber of Davis & Butterworth, general 
agents at Richmond, Va., for the com- 
pany. 





Barkley Named State Manager 
O. K. Barkley, Cherokee, Ia., general 


agent Farmers Union Life of Des 
Moines, has been named state manager 
in South Dakota. He will make his 


headquarters at Sioux Falls, S. D. Lloyd 
Ballard, Sioux City, was appointed to 
succeed Mr. Barkley as general agent 
in 32 counties in northwest Iowa. 


Kentucky Home Appointments 


C. D. Queen has been appointed gen- 
eral agent of the Kentucky Home Mu- 
tual at Ashland, Ky., and F. H. Laverty 
at Richmond, Ind. Mr. Queen entered 
the business as an agent and later be- 
— agency manager for his company 

Ashland. He lives at Grayson, near 
poe Mr. Laverty started in the in- 
surance business as an agent in Rich- 
mond in 1931. Later he became assist- 
ant manager of his branch office in that 
city. He was associated with the Em- 
pire Life & Accident. 


C. R. Smith to San Angelo, Tex. 


The Farmers & Bankers Life has ap- 
pointed C. R. Smith, formerly with the 
California-Western States Life in Fort 
Worth, as general agent at San Angelo, 
Tex. He has been in life insurance 
work 23 years. 


Churchwell to Wichita Falls 


Lloyd Klingman, Dallas agency man- 
ager of Equitable Society, has appointed 
M. M. Churchwell, agent at Tyler, Tex., 
for three years, as district manager in 
Wichita Falls. 


Noel Hays San Angelo Manager 


The Texas Prudential has promoted 
Noel Hays, assistant manager at Vernon, 
Tex., to manager of the San Angelo 
agency, succeeding the late Frank 
Voight. 


Petersen Heads New Office 


Northern Life of Seattle opened an 
office at 905 Pioneer building, St. Paul, 
with Keith J. Petersen as manager. 














«Why Disability Insurance Is a Good 
Investment for You” booklets help sell 
accident and health. 100 copies $2. Order 
from National Underwriter, 175 W. Jack- 
son Blvd., Chicago. 


Dangers Seen in 
$30 Pension Scheme 





(CONTINUED FROM PAGE 1) 
principle of reducing non-defense ex- 
penditures to a minimum during the 
present war boom. The inflationary in- 
fluence of this spending program would 
be diametrically opposed to the declared 
aim of government authorities to curb 
inflationary tendencies. 

In addition to the huge proposed an- 
nual outlay for universal pensions there 
would be the danger that it would be 
gradually increased once the country 
had adjusted itself to the tax load. Ad- 
herence to the principles underlying the 
present old age insurance plan would 
cost considerably less than the commit- 
tee’s estimate, would be more socially 
effective by gearing benefits to the reci- 
pients’ presumable needs, and would 
offer much less of a target for political 
pressure to keep boosting the scale of 
benefits. 

In spite of its thoroughly unsound so- 
lution to the problem the committee’s re- 
port does serve to call attention to a 
situation which might well receive fur- 
ther study. The problem is entirely one 
of transition, that is, of taking care of 
the initial generation of aged, who were 
not in a position to make the contribu- 
tions in return for which retirement in- 
comes are now being paid under the con- 
tributory system. 

This transition problem does not re- 
flect on the fundamental soundness of 
social old age insurance but arises from 
the fact that the United States system 
is almost unique among the world’s so- 
cial security programs in failing to pro- 
vide a special transitional plan for the 
initial generation of aged. The dilemma 
in the present American old age provi- 
sions is that on the one hand something 
more than $2,000,000,000 has been accu- 
mulated in the old age insurance fund 
while on the other the state and local 
governments are having considerable 
difficulty in raising their share of the 
money to pay for the other old-age pro- 
gram, namely, the federal-state system 
of old age assistance. 

As it works out, there are fewer than 
300,000 old persons receiving benefits 
under the contributory old age insurance 
plan—supposedly the mainstay of our 
social security protection program— 
while some 2,100,000 are receiving fed- 
eral aid under old age assistance provi- 
sions, which are in effect, relief. , This 
big spread between the number receiv- 
ino old age benefits under the contribu- 
tory plan and the total number of per- 
sons needing retirement income tends to 
weaken public support of the old age 
insurance system to which they are con- 
tributing and from which they naturally 
— much more than it has done so 
ar 

Ways and means should be found to 
coordinate the old age insurance and old 
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age assistance to the end of having the 
former take care of a greater part of the 
existing old age problem. Only in thi 
way will more radical proposals, such as 
the Townsend plan, ham ’n eggs scheme, 
and the proposal of the Downey com. 
mittee, be successfully combated. Per. 
haps some sort of transitional arrange. 
ment can be worked out. 

In Great Britain, for example, a trap. 
sitional scheme accompanied the original 
old age insurance system. All persons 
age 65 and over (and their families) who 
had prior to the inauguration of old age 
insurance been members of the British 
health insurance plan and met certajp 
other qualifications were granted old age 
insurance benefits whether or not they 
had ever contributed to the old age jn. 
surance system. As a result, two years 
after the old age benefits were inaugy. 
rated there were more than 1,500,009 
aged persons receiving old age insurance 
benefits. This contrasts with less than 
300, 000 recipients after one and one-halj 
years’ operation in the United States, 
which has a much larger Population, — 
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LEGAL RESERVE FRATERNALS 





NF.C. Main Session 
Program Announced 


~ 

Complete program for. the general 
sessions of the National Fraternal Con- 
cress annual meeting in San Francisco, 
Sept. 22-25, was announced this week 
py Alex O. Benz, president, after a 
conference in Chicago, with Foster F. 
Farrell, executive secretary-manager. 
Mr, Benz is president of Aid Associa- 
tion for Lutherans, Appleton, Wis. The 
program is: 
sunday, Sept. 21, 10 a. m. 

Meeting of Fraternal Field Managers’ 
Association, W. E. Wright, A. O. U. W., 
N. D., president. 

Monday, Sept. 22 

Registration 9:30 a. m. 

section Meetings 


Presidents, Walter C. Below, Fidelity 
Life, president. 
Secretaries, Farrar Newberry, Wood- 


men of the World, Omaha, president. 

Law, W. C. Braden, Woodmen of the 
World Life Insurance Society, president. 

Medical, Dr. H. B. Kennedy, W. O. W., 
Qmaha, president. 

Press, Mrs. Kate K. Miller, Woodmen 
of the World, Denver, president. 

State Congresses, Mrs. Henrietta 
Snider, Woodmen Circle, Omaha, presi- 
dent. 

Fraternal Actuarial Association, J. D. 
Reeder, Aid Association for Lutherans, 
Appleton, Wis., president. 

Tuesday, Sept. 23, 9:30 a. m. 

Congress convenes, Alex O. Benz, presi- 

dent. 
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Invocation, Rev. E. Engelbert. 

Greetings from the state of California, 
Governor Culbert L. Olson. 

Welcome from San Francisco, Mayor 
Angelo J. Rossi. 

Greetings from insurance department, 
Harold B. Haas, assistant insurance com- 
missioner. 

Greetings from American Life Conven- 
tion, Col. C. B. Robbins, manager and 
general counsel. 

Greetings from Association of Life In- 
surance Presidents, Vincent P. Whitsitt, 
manager and general counsel. 

Greetings from Canadian Fraternal 
Association, Robert Lewis, president, 
grand secretary Sons of Scotland Benevo- 
lent Association, Toronto. 

Greetings from California State Fra- 
ternal Congress, Sterling C. Holston, 
Los Angeles, W. O. W., Omaha, presi- 
dent. 

Greetings from “Golden West,” Peter 
F. Gilroy, president W. O. W., Denver. 

Greetings from Pacific Coast, Mrs. 
Minnie Hiner, president Neighbors of 
Woodcraft, Portland, Ore. 

Response, Thomas R. Heaney, vice- 
president N. F. C. and high secretary 
Catholic Order of Foresters, Chicago. 

Report of president. 

Memorial service. 

Reading of minutes 1940 session, Fos- 
ter F. Farrell, secretary-treasurer and 
manager. 

Appointment of sessional committees. 

Report of executive committee. 

Report of secretary-treasurer 
manager, Mr. Farrell. 


and 


Report of auditing committee, Mr. 
Heaney, chairman, 

Report of law committee, J. M. Miller, 
Chicago, chairman, counsel Woman’s 
Benefit. 


“Fraternalism and Democracy,” Com- 
missioner W. A. Sullivan of Washington. 
Report of credentials committee, J. P. 


Michalski, chairman, Milwaukee, secre- 
tary Polish Association of America. 
Afternoon 

teport of committee on general wel- 
fare, Francis Taptich, chairman, presi- 
dent United Societies of the Greek 
Catholic Religion. 

Report of committee on junior mem- 


bership, Walter C. Below, chairman, Ful- 
ton, Ill., president Fidelity Life. 

Report of committee on lodge activi- 
ties, Fred A. Johnson, chairman, Chicago, 
vice-chief archon Royal League. 

“Life Insurance as an Aid to American 
Defense,” Howard Whipple, San Fran- 


cisco, vice-president Bank of America. 
Report of committee on public rela- 
tions, Farrar Newberry, chairman, 


Omaha, secretary W. O. W. 

“Preserving Our American System of 
Free Private Enterprise,” Dr. Hugh S&S. 
Magill, Chicago, president American 
Federation of Investors. 

Report of committee on constitution 
and rules, Francis P. Matthews, chair- 
man, Omaha, head of Knights of Colum- 
bus. 


Banquet—7 p. m., Alex O. Benz, presiding. 

Toastmaster, George Reilly, San Fran- 
cisco, member of equalization board state 
of California. 

tuest speaker, “The Romance of Cali- 
fornia,” Lewis F. Byington, San Fran- 
cisco, past president Native Sons of the 
Golden West. 

Dancing. 

(CONTINUED ON NEXT PAGE) 


















ONE 


OF THE MANY 
GREAT FRATERNALS 


Arp |ASSOCIATION for LUTHERANS 
APPLETON, WISCONSIN 














HEAD OFFICE 


A $90,000,000 


Society 


Entering upon its fifty- 
ninth year, looks confi- 
dently to an ever-widening 
spread of fraternal life 
insurance service to the 


people of America in the 





years ahead. 
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paid in benefits 
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Life Insurance PLUS 


It made an amusing little story 
for the city-dwellers to read over 


their morning coffee—but it spelled 
tragedy for the doctor and his rela- 
tives. Judged hopelessly insane, the 
unfortunate doctor was sent to an 
His family, as with 
most families of doctors, was left 


institution. 


without income. 


But that particular doctor had 
recognized the vulnerable position 
of a doctor’s dependents. 
safeguarded his family against the 
possibility that some day he might 
become unable to pursue his pro- 
A Maccabees $25,000 20 
Pay Life certificate with Income 
Disability was his bulwark against 
misfortune. Today, and as long as 
the doctor continues to be totally 
disabled by his illness, his family 
receives $250 each month and the 
rates will be waived. 


fession. 


He had 





That particular Income Disability 
feature is one which makes the job 


of Maccabees field men easier. They All 
know that The Maccabees is one 
of the few insurance institutions in 


names 


es used are fictitious, but 
the case is an actual one taken from 
Maccabees files. 


the United States and Canada 
which issues Income Disability— 
and that it stands almost alone in 
that it pays $10 per month per 


thousand. 
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DETROIT 





5057 Woodward Ave. 
MICHIGAN 
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Wednesday, Sept. 2 

Call to order—9:30 a. m. 

Report of committee on security valu- 
ations, James A. Blaha, chairman Wood- 
men Circle, Omaha. 


“How Politics Threatens Medicine,” 
Charles A. Togut, attorney, New York 
City. 

Report of committee on revision of 
blanks, Herman L. Ekern, chairman, 
Chicago, president Lutheran’ Brother- 
hood. 

Report of committee on distribution, 
Norton J. Williams, chairman, Neenah, 


Wis., president Equitable Reserve. 

Election of officers. 

Sxeursion ,to Muir Woods, Mount 
Tamalpais, etc., starting at 1:30 p. m. 
Thursday, Sept. 25 

Call to order—9:30 a. m. 

Report of committees: 

Resolutions, Russell H. Matthias, 
ehairman, Lutheran Brotherhood. 

Fraternal ethics, Francis P. Matthews, 


ehairman. 

State of orders and statistics, J. D. 
Reeder, chairman, Aid Association for 
Latherans. 

Field work, W. E. Wright, chairman, 
A. O. U. W. of North Dakota. 


Membership, Joseph F. Lamb, chair- 
man, Knights of Columbus. 

Publicity, William D. Riley, chairman, 
Maccabees. 

Reports from sections: 

Presidents, Walter C. Below, president. 

Secretaries, Farrar Newberry, presi- 
dent. 

Law, W. C. Braden, president. 

Medical, Dr. H. B. Kennedy, president. 

Press, Mrs. Kate K. Miller, president. 

State Congresses, Mrs. Henrietta Sni- 
der, president. 

Unfinished business. 

Communications and bills. 

New business. 

Installation of officers. 

Adjournment. 


W.C.OF. Officers 
Are Reelected 


All officers, headed by Mrs. Mary E. 
Murphy, high chief ranger, were re- 
elected at the quadrennial meeting of 
Women’s Catholic Order of Foresters 
held last week in Glacier National Park. 
Mrs. Mabelle Lindenmeyer, Hammond, 
Ind., was chosen trustee to succeed Mrs, 
Rose Barth, German representative. 

An informal reception was held the 
first evening. A convention mass started 
the second day, the celebrant being Rev. 
Michael J. Halligan. After prayer, sa- 
lute to the flag and greetings by the 
clergy, there was recreation until eve- 
ning, when there was a lecture on Gla- 
cier National Park. 

A requiem high mass for deceased 
chaplains and members opened the sec- 
ond morning session. In the evening 
there was a banquet, speakers being 
Rev. Joseph M. Corrigan, president 
Commission on American Citizenship, 
and Dr. Robert H. Connery, director of 
the commission. High mass for living 
members of W. C. O. F. was held the 
third morning, and in the evening there 
was entertainment. 

Besides Mrs. Murphy, the officers are: 
Hight court chaplain, Bishop Samuel A. 
Stritch, Mundelein, Ill;  vice-chief 
ranger, Mrs. Fannie Miller; secretary, 
Miss Anna E. Phelan; treasurer, Miss 
Alice M. Prim; medical examiner, Dr. 
Sarah C. O’Connell. The trustees, with 
the geographical or racial “roups which 
they represent, in addition to Mrs. Lin- 
denmeyer, are: Mrs. Mary Coffey, 
Towa; Mrs. Josephine Desmaois, Cana- 
dian; Mrs. Catherine Helt, Wisconsin; 
Mrs. Anna Kubes, Bohemian; Mrs. Mar- 
garet McMahon, Michigan, and Mrs. 
Louise Niemiec, Polish. 


Three Home Office Men Retire 


;Three home office men of Equitable 
Reserve, Neenah, Wis., have retired 
after long service. They are A. J. 
Strassburger, manager conservation de- 
partment; A. J. Caldwell,. manager of 
assembly activities, and A. L. Larsen, 
manager service department. Mr. Lar- 
sen has represented Equitable Reserve 
Since 1914 and has been in the home 
office 17 years; Mr. Caldwell started 


as a field worker of the society in 1908 
and has been on the home office staff 
for many years; Mr. Strassburger 
started with Equitable Reserve in 1907 
first as field worker and supervising the 
conservation work for the last 11 years. 
All were honored at a special meeting 
of the staff and were presented gifts by 
President H. J. Wins in behalf of the 
employes. 





Los Angeles Units Honor 
Norton Williams Sept. 30 


Five assemblies of Equitable Reserve 
in Los Angeles and Hollywood will 
honor Norton J. Williams, president, 
Sept. 30 upon his visit there with his 
family following attendance at the an- 
nual meetng of the National Fraternal 
Congress in San Francisco, Sept. 22-25. 
A banquet will be held, with Mr. Wil- 
liams as honor guest, and he will give 
an address. Assemblies sponsoring the 
affair are Golden West 801, San Fer- 
nando 507, Alhambra 665, Los Angeles 
511 and Hollywood 798. 








Insurance Opportunities 
in Hawaii Are Outlined 


(CONTINUED FROM PAGE 6) 


which war might see in the islands. 
However, he reasons that if the Ameri- 
can casualties parallel those of the 
British, they will not be as high as ex- 
pected. Be that as it may, Mr. Brilli- 
ande looks on the bright side of the 
ledger at the influx into the islands of 
the U. S. civilian employes in great 
numbers which has presented an ex- 
tremely profitable field. And he ex- 
presses confidence in the ability of the 
extensive fortifications to repel any at- 
tacks, 


Programs Arranged for 
Public in Cincinnati 





(CONTINUED FROM PAGE 3) 


dent N. A. L. U.; Mr. Cassidy is San 
Francisco general agent of Pacific Mu- 
tual; Mr. Cox is president of Union Cen- 
tral Life. 


Life Insurance Display 


The Cincinnati association has ar- 
ranged for a life insurance display in the 
six show windows of the Fifth-Third 
Union Trust Company during the week 
of the convention on one of the most 
busy corners in the city, Fourth and 
Walnut streets. The display will fea- 
ture a roster of the association, code of 
ethics, the part life insurance plays in 
Hamilton county showing wages paid, 
beneficiary payments, etc., life insurance 
in the national picture, and the part of 
life insurance in national defense. 

Still another activity will be the ap- 
pearance of signboards on the rear of 
500 street cars and two posters within 


each car calling attention to life insur- 
ance and the national convention. 

Station WSAI has already broadcast 
a 15 minute program devoted to the Cin- 
cinnati association. 


Map Program for 
L.O.M.A. Conference 


(CONTINUED FROM PAGE 3) 


2:00—“Analysis of Forms in Portfolio,” 
Ralph J. Hasbrouck, supervisor Pruden- 
tial. 

2:30—“Team or Unit System,” 
D. Bozeman, manager personnel 
planning National Life & Accident. 

3:00—General discussion, Ora D. New- 
ton, secretary London Life. 

Ordinary Session, Sept. 30 

Chairman, Stuart J. Blashill, secretary 
Ohio National Life. 

9:30 a. m.—Business Session and Pres- 
entation of L.O.M.A. Institute Fellowship 
Awards. 

10:15—“Indicated Trends in Our Na- 
tional Economy Affecting the Institution 
of Life Insurance,” Donald B. Woodward, 
research assistant to the president Mu- 
tual Life. 

10:45—“Getting the Most Out of Our 
Employee Educational Program,” H. E. 
St. Clair, associate secretary L.O.M.A. 

11:15—Symposium on Pertinent Per- 
sonnel Practices. 

“Meeting the Defense Situation,” Pres- 
ent labor market; retention of married 
women; hiring older men and women; 
rapid training of routine clerical work- 
ers; job training; introducing the new 
employe to job, ete.,”” H. L. Rhoades, as- 
sistant to personnel officer Metropolitan 
Life. 

“Progress on Job Evaluation,” Gordon 
A. Hardwick, vice-president and comp- 
troller Penn Mutual, and William R. 
Crooks, special assistant to clerical salary 
study committee. 

“Clerical Aptitude Test,” Dr. Marion 
A. Bills, assistant secretary Aetna Life, 
and Leonard W. Ferguson, special assist- 
ant to tests committee. 

Industrial Seminar, Sept. 30 

Vice-chairman, R. C. Massa, secretary 
Western & Southern Life. 

10:15 a. m.—Opening remarks, 
Massa. 

10:30—“‘Monthly Debit Routine,” Gilbert 
Cc. Clark, assistant actuary Equitable 
Life of Washington, D. C. 

11:00—“Transfer Bill Posting for 
Policy Writing,’ D. L. Bibby, executive 
assistant International Business Ma- 
chines. 

11:30—“Routine and Effect of Commer- 
cial Inspection Reports on _ Industrial 
Risks,” J. E. Acuff, executive vice-presi- 
dent Life & Casualty. 

11:45—General discussion, J. E. Rowe, 
assistant to second vice-president Metro- 
politan Life. 

General Session, Oct. 1 
Chairman, Dwight N. Clark, assistant 





Henry 
and 


mn. -C. 


secretary and comptroller Phoenix Mu- 
tual Life. 
9:30 a. m.—‘‘Federal Wage and Hour 


Act,” Frank L. Rowland, executive sec- 
retary L.O.M.A. 


10:00—“Training for Tomorrow,” Leo 


L. Shoemaker, director of education Na- 
tional Cash Register Company. 
10:30 — “Symposium 


on Internal and 





t 


External Auditing of Home and Branoy 
Office Accounts,” J. L. Batchler, eo, 
troller Kansas City Life, and Harry , 
Warthen, auditor Provident Mutual, 

“The Surety Company Viewpoint on 
Branch Office Audits,” W. H. Bennen, 
vice-president American Surety. j 

1:30 p. m.—Presentation of the final 
report of the “Manual of Accounts,” j 
Ernest Laurie, auditor Prudential, chaj. 
man. 

2:00—Reports of office planning anj 
equipment committee. 

“Survey of Committee’s Activities Dy. 
ing Year,” Thomas F. Meagher, assistay 
secretary New England Mutual. 

“Payroll Accounting,” Donald L, Brush, 
personnel and planning department, Con. 
necticut General. 

“Accounting of Salary Savings Ingy. 
ance,” Logan J. Massee, planning depart. 
ment Massachusetts Mutual. 

“Life Company Applications of Visible 
Filing Equipment,” George E. Parks, as. 
sistant secretary Bankers Life of Towa 

“Uses and Advantages of Electr, 
Typewriters,’ Frank Fitton, standardiza. 
tion bureau Metropolitan Life. 

3:45—Motion picture illustrating goy. 
eral unique office machine operations, 


Assist in Defense Bond Sales 


H. K. Lindsley, president Farmers & 
Bankers Life, Wichita is one of foyr 
Wichita members of the Kansas Defense 
Savings Committee. The Wichita local 
chairman appointed by Mayor Dot 
son is Leo R. Porter, Lincoln National 
Life general agent and secretary of the 
Wichita Life Underwriters Association, 


George Yamini, Dallas, Connecticut 
Mutual Life, reported for duty Sept. 1 
as a second lieutenant at Camp Bowie 
near Brownwood, Tex. 





F, J. O’Brien, director of sales pro- 
motion of Franklin Life, is chairman of 
the publicity committee of the Con- 
munity Fund Drive for Springfield, Ill, 
R. J. Wilcoxson, in charge of the 
Franklin real estate sales department, 
i schairman of division A, which in- 


cludes many of the larger donors to the 
fund. 








. .- A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 


CENTRAL LIFE of ILLINOIS 


INVESTIGATE 
TODAY! 


Lentral Life 





INSURANCE COMPANY 


of Illinals 


PRESIDENT 


CHICAGO 


ALFRED MacARTHUR, 
211 WEST WACKER DRIVE, 











they 
furth 


Four 


Worl 
and 

fine ; 
shoul 
Sales 
becat 
a Sal 
the | 








1941 September 5, 1941 


LIFE INSURANCE EDITION 

















—. 


— 





Sales Ideas and Suggestions 

















S Dur. 





sistant 

Brush, 

t Con. ee 
H. J. Buckley of the advertising 

Tnsur. agency of Buckley, Dement & Co. of 

epart. Chicago, who is a large buyer of in- 

Visible surance and a prominent business man, 


KS, as. spoke before the agency convention of 
Illinois Bankers Life of Monmouth, 


Towa, e 
lectric 4 this week at the Edgewater Beach 
ardiza. Hotel in Chicago. 
He said that the national defense 
Sg olan has changed the industrial en- 
: vironment of the country. There are 
now the largest payrolls in history 
going to those engaged in_ defense 
rers & work. This condition, he said, opens 
t four new opportunities for life salesmen. 
efense Mr. Buckley feels that even after this 
a local unusual situation has subsided and the 
Dot- country gets back to more normal times 
ational the activities through which business 
of the is going now will tend to stabilize af- 
tation, HF fairs. The federal government is doing 
; everything it can to ward off inflation. 
ecticut The seller at present can do consider- 
ept. | able picking so far as customers are 
Bowie concerned. There will be competition 
between the cash and credit buyers. 
The federal government has set the 
S pro: ME brakes to some extent against unre- 
nan of stricted installment buying. However, 
Com the government is plainly pointing its 
id, Ih finger to the necessity for forced sav- 
t the HF ing and is exerting all its energy to 
ngs have defense bonds purchased and laid 


aside as an investment. 


to the 


More Money Available 


At the present time Mr. Buckley said 
that mortgages are being paid off or 
amortized. Debts are being liquidated. 
Therefore the people have more money 
and life insurance should certainly step 
in and claim its just share. 

He decried the use of too many sta- 
tistics and figures in the sale of life 
insurance. After a while they become 
a burden. They are not appreciated 

' and not understood. Sometimes people 
become almost suffocated by the multi- 
tude of figures thrown at them. Peo- 
ple soon forget what is told in the way 

| of statistics. However, if an agent tells 
a prospect about something that has 

) happened in the career of someone that 
he knows in the locality and the story 
of insurance is related in connection 
therewith, he pricks up his ears and 

| takes notice. That is a human interest 
story to him and that is what an agent 
should tell. 

Most people, he said, are not im- 
Pressed with great size-as far as life 

' surance companies are concerned. An 
agent may take considerable time regal- 

» ng a listener about the, size and _pres- 

| tige of his company and, as Mr, Buck- 
ley pointed out, “this all gives a pros- 
pect a pain.” . He urged agents to stick 
to homely stories and incidents. They 
should be human in their approach and 
thought. They should talk the language 
of the prospect. ; Selling is after all-a 
uman process. 

At agency conventions there are 

Many -constructive ‘ideas advanced and 
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further, Mr.” Buckley said in: effect: 


Four Sales Factors 





“Do not deal with a’ wind jammer. 
Work at all times according to a plan 
and sell a definite plan. Master the 
ne art of approach. : While an agent 








Sales should never’ bé presented alike 
cause no two people are alike. Whilé 
a Sales presentation should be built on 
te basic principles, which are always 







they should be: assimilated. Continuing : 


4 OES 
. toward 


should-have a program and a ‘plan yet | 


Be Human in Selling Life 
Insurance, Buyer Advises 


alike, the should be 
different.” 

Mr. Buckley said there are four im- 
portant factors in selling that every 


salesman should know. 


superstructure 


1. Know yourself. 

2. Know thoroughly the service you 
sell. 

3. Know your prospect. 

4. Know when to quit selling and 


give the prospect a chance to buy. 

In speaking of the army of life agents 
he said there are three classes; viz., 
those coming in, those remaining and 
those going out. 

Personality is either positive, nega- 
tive or neutral. A positive personality 
is a friendly and amiable one. It cre- 
ates confidence. The value of knowing 
how to make friends is highly essential 
in life insurance work. A neutral per- 
sonality might be said to be about 50 
or 60 percent of a positive personality. 
It is colorless. It contributes little to 
the upbuilding of mankind. A negative 
personality depends pretty much on the 
past. Those that have a negative per- 
sonality are not students. They do not 
keep abreast of the times. About 45 
percent of the agents that enter the life 
insurance field slide back to the neutral 
position and many of these then be- 
come negative. 

“IT do not believe much is accom- 
plished in cold canvassing. An agent 
following this plan gets no information 
about the prospect he is about to in- 
terview. 


Fine Occupation 


“If I knew as much as I do today 
about business I would take up life in- 
surance as an _ occupation. I have 
about $750,000 invested in my business. 
It may take me a year or so to close 
a contract and then it requires continu- 
ous service. I may lose it in the course 
of a year or so. The life agent needs 
no capital in his business. He is in a 
fine position to contribute to mankind 
and to make a really comfortable liv- 
ing. I have a neighbor in my sub- 
urban home of River Forest who is a 
million dollar producer and_he nets_an 
income far greater than mine. 

“An agent should constantly study 
his weaknesses and deficiencies and en- 
deavor to bolster them. He should get 
confidence in himself. He should at 
all times endeavor to make a. favorable 
impression. The first step in every sale 
is an impression. That is a very im- 
portant point in the interview. If an 
unfavorable impression is made there 
are two strikes against the agent im- 
mediately. After all one is selling im- 
pressions. If an agent leaves a favor- 
able impression on his first contact the 
door is open for. a .subsequent call. 
Don’t be too anxious on your first in- 
terview. Do some pre-selling. Ascer- 
tain all you can about a prospect. Get 
some tangible information concerning 
his needs and then tell him how life 
insurance will solve his problems. 
Don’t try to use high pressure meth- 
Have a prospect kindly disposed 
you. Don’t be too breezy or 
familiar. Maintain a certain amount of 
dignity and seriousness but always be 
human. 

Pre-selling Hints 

“Don’t forget the.tools with which 
you work. There is much sales pro- 
motion stuff coming from your home 
office. There are services that are 
worth while that build up an agent. I 


know an agent who collects 50 active 
names a month. He sends out a letter 
for the first of the month, giving some 
valuable points on life insurance. He 
does not say too much. He plants a 
seed, a thought. These letters pave the 
way for a subsequent interview. 

“Many agents take too much time in 
explaining who they are and giving a 
history of their company. All this 
should have gone before to the pros- 
pect. Too much time is spent going 
over what in the prospect’s mind are 
non-essentials. 

“Many agents go out from their 
agency meetings, lean up against an 
office building and wonder where they 
are going. I think that 75 percent of 
the insurance salesmen operate on that 
method. They do not have a definite 
list of prospects before them as they 
should because each day’s work should 
be planned. Don’t crowd too much in 
a single interview. <A parishioner who 
had heard a minister speak on the sub- 
ject, ‘Feed my lambs’ said that he did 
not know what he was talking about. 
I know how to feed lambs. Always 
get the prospect’s point of view as soon 
as you can and work from that stand- 
point. That is very valuable. If you 
have something that interests him then 
you have his attention. Avoid a lot of 
patched phrases. Be natural yourself.” 





Sales Jump Imminent, 
John Hancock Leaders Told 
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of revising prospect lists in view of the 
effect of the new taxes on the indi- 
vidual’s ability to afford insurance. He 
said that he felt it advisable to keep 
the prospective market under constant 
examination, new as well as_ old 
prospects. He felt that though taxes 
would impair many, there are the com- 
pensating features of increased wages 
and the inability of the individual to 
create an estate to provide for his family 
through any other means than life in- 
surance. He has less surplus for accum- 
ulation after the ravages of taxes and 
increased living costs and must earn and 
save for a longer span of years and face 
more chances of loss and a longer ex- 
posure to the hazard of death. 

Charles J. Diman, vice-president and 
secretary, urged the agents to put their 
full weight behind the sale of defense 
savings bonds. Mr. Diman, a member 
of the defense savings committee for 
Massachusetts, characterized agents as 
“men who hold the confidence of great 
sections of the public.” The agent can 
instill defense consciousness in those he 
contacts and has the privilege and re- 
sponsibility of spreading this good work. 

John Witherspoon, Nashville general 
agent, warned the agents that every- 
where they go they are seen by a policy- 
holder or a competitor. An agent who 
drags along the street or stops to con- 
verse for 20 or 30 minutes with each 
acquaintance soon leaves the impression 
that he is “not so hot,” he said. If the 
agent will put a little hurry into his day, 
he will convey the impression of zest 
and actually produce a_ pyschological 
revolution in himself. 

Good advertising is the outgrowth of 
a complete sympathy with and an under- 
standing of the viewpoint of both buyer 
and the seller, Margaret Divver, assistant 
advertising manager, stated. Advertis- 
ers are vitally interested in the salesman. 
and must know what he is up against 
and how difficult his job is. Likewise, 
the prospect must be understood in order 
to understand why he resists purchase 
and what will make him purchase. The 
advertising department has the function 
of an interpreter between the life insur- 
ance expert and the consumer. 

Numerous points were developed in a 





round table on selling presided over by 
Percy G. Lapey, general agent at Buffalo. 
Leaders in the discussion were John F. 
Bidinger, Joseph N. Desmon, David C. 
Dickey, Frank A. Erickson, C. S. Fegley, 
Jr., Austin H. Feltus and Norman L. 
Utts, all of the Buffalo agency. 





Miss Matthews Joins Conn. Mutual 


Miss Elsie M. Matthews, only woman 
agent in New Jersey to achieve member- 
ship in the women’s quarter-million dol- 
lar round table, has joined the Ramsay 
agency of Connecticut Mutual Life in 
Newark. She was formerly with the 
New York Life and before that was in 
newspaper and publicity work. 





Honor Texas 25-Year Man 


The San Antonio agency of Jefferson 
Standard Life climaxed A. G. Janszen 
Month with a picnic, henoring Mr. 
Janszen, who completeed 25 years as a 
member of the Jefferson Standard field 
force. A gift pot of $45 and a service 
pin were awarded to Mr. Janszen by 
Henry Coutret, of Corpus Christi, who 
was agency leader for August. 

Mr. Janszen had insured more than 
2,000 persons for a total volume of more 
than $5,000,000. 





Slate Taggart, Acuff, Williams 


Speakers for the sales congress of the 
Mississippi Association of Life Under- 
writers in Jackson, Sept. 12, include 
Grant Taggart, Cowley, O., secre- 
tary National Association of Life Un- 
derwriters; J. E. Acuff, Nashville, Tenn., 
executive vice-president of Life & Cas- 
ualty, and John Sharp Williams, III, 
Mississippi insurance commissioner, A 
playlet “John Q. Agent,” will be pre- 
sented. J. S. Knight, Jackson, has been 
appointed general chairman. 


Drive for Claris Adams 


The field force of Ohio State Life this 
week launched a two-month campaign 
in honor of President Claris Adams, 
who has just compleeted five years’ 
service with the company. The winning 
agency will be awarded a victory trophy. 
Awards also will be made to other lead- 
ing agencies and to individual writers. 
Sept. 6 Mr. Adams will address the Life 
Underwriters Association of Clarksburg, 
W. Va., and Sept. 17 will speak before 
the Kiwanis Club in Columbus. 





William B. F. Hall, second vice- 
president in charge of mortgage loans 
of Lincoln National Life, is among the 
speakers for the annual meeting of the 
Mortgage Bankers Association of 
America, in New York Oct. 1-3. 


Named at St. Louis 


John W. Rock, who was recently ap- 
pointed general agent of American Mu- 
tual Life for St. 
Louis county, has 
been _ connected 
with that company 
since 1935. Previ- 
ously he had been 
in the business 
many years and 
had made a_ suc- 
cessful record. 

During his con- 
nection with Amer- 
ican Mutual Life, 
he has_ qualified 
each year for the 
convention of the 
production clubs 
and he is a charter member of the 
Weekly Production Club with a record 
of more than 260 weeks to his credit. 




















John W. Rock 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Equitable of Iowa 
Increases Rates 


Equitable Life of Iowa has increased 
rates on its family income, family main- 
tenance and all non-participating poli- 
cies. The increase varies according to 
age and type of policy, being greatest 
around age 40 on most contracts. Or- 
dinary life rates increased 65 cents at 
age 10; 41 cents, age 25; $1.10, age 40; 
and 10 cents, age 65. Twenty year en- 
dowment is increased $1.84; $1.84; $2.01 
and 94 cents at the same ages. A di- 
gest of the new rates follows: 


Annual Premium Rates Per $1,000 
(Non-participating) 
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New 20-Year Term Rul 


Acacia Mutual’s 20-year term policy 
can be issued in connection with any 
permanent plan of insurance except 10- 
year term, 20-year term, term to 65 and 
modified endowment policies, to estab- 
lish a family maintenance contract. The 
rates for the 20-year term policy or 20- 
year term rider are as follows: 
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Ag Prem. Age Prem. Age Prem. 
1B. «sp One 27. 0.21 36.. 13.49 
Beoecs ae 28. 10.43 7 14.09 
20.... 9.84 SPs. s BOOT 38.. 14.74 
4 9.42 30 10.95 39.. 15.47 
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Announce New Policies 


FORT WORTH, TEX.—Five new 
policy forms were announced at the 
State Reserve Life’s annual convention 
here this week. These new forms in- 
clude: straight ordinary, preferred risk, 
preferred risk 20 pay, paid up at age 65 
and family maintenance policies. B, N. 
Woodson, Sales Research Bureau, was 
the principal speaker. F. E. McGonagill, 
vice-president, and Sam Weatherford, 
secretary, were in charge. 








Actuaries Will Convene 
in Chicago, Nov. 5-6 


The Fall meeting of the American 
Institute of Actuaries will be held in 
Chicago at the Edgewater Beach Hotel 
on Nov. 5-6. 






Washington Natl. 
Adopts New Form 


A term to 65, termed an income re- 
placement policy, is now being issued 
by the Washington National to male 
risks, ages 20 to 55. Monthly income 
from date of death until such time as 
the insured would have reached the age 
of 65 is provided. The policy contains 
no cash, paid-up or extended insurance 
values and protection ceases at age 65. 
Conversion without medical examination 
can be made before age 60 to a non- 
participating life or endowment as of 
date of conversion upon payment of 
premium at attained age. 

An initial premium of $22 is payable 
for all ages at issue with premium re- 
duction at end of specified number of 
years, depending on age at issue. 
Premium payments cease at age 63. 

Premiums to provide $10 monthly in- 
come are shown below: 


Annual Premium Rates 


Age Yrs. Before Yrs. After 
at Pay- Reduc- Pay- Reduc- 
i able tion 
J 18 $15.02 
g 1 14.74 
fi 17 15.06 
R 16 14.80 
: 15 14.60 
é 15 15.08 
x 14 14.82 
E 13 14.52 
f 12 14.22 
4 12 14.70 
: 11 14.37 
22 22.00 10 13.96 
22 22.00 9 13.53 
21 22.00 9 14.03 
21 22.00 8 13.45 
21 22.00 1 12.84 
20 22.00 7 13.50 
20 22.00 6 12.51 
19 22.00 6 13.04 
19 22.00 5 11.81 
18 22.00 5 12.39 
17 22.00 5 13.17 
17 22.00 4 11.36 
16 22.00 4 12.14 
15 22.00 4 12.64 
15 22.00 3 9.94 
14 22.00 3 10.23 
13 22.00 3 10.65 
12 22.00 3 10.89 
11 22.00 3 10.91 
10 22.00 3 10.97 
9 22.00 3 11.08 
8 22.00 3 11.43 
7 22.00 3 12.04 
6 22.00 3 12.81 
6 22.00 2 9.46 





Plans for Agents 
Compensation 





(CONTINUED FROM PAGE 1) 


be chosen as the first stage by agents 
who can take the relatively small reduc- 
tion in cash income for one year. 

“C—The permanent plan of 40 per- 
cent, 15 percent, and 10 percent vested; 
followed by seven 4 percents vested only 
in case of death; and continuous non- 
vested 2 percents thereafter. 

“The proposal for a ‘bridge-over’ be- 
tween present scales and revised scales 
is applicable, in principle to any two 
sets of commission scales. The bridge- 
over plan might be helpful in the prob- 
lem of financing new agents, although 
the committee is planning to study this 
phase of the subject more extensively 
and report at a later date. Success in 








selecting new agents carefully and train- 
ing and supervising them thoroughly is 
closely allied to this problem. 

“The type of revised scale adopted 
and the vesting provisions are linked to 
the pension problem, discussed and il- 
lustrated in a separate report of the com- 
mittee, to be released shortly. 

“Any revised commission scale involv- 
ing salvage of some commissions from 
resigning agents for the benefit of sur- 
viving agents is almost sure to cost a 
company something to inaugurate among 
its established agents even though it in- 
volves no more outlay, in the aggre- 
gate, for a group of new agents. The 
established agents are the more suc- 
cessful ones among whom the rate of 
turnover and hence the salvaged com- 
missions are much lower than for new 
agents. The cost of offering the new 
scale to the established agents can be 
justified in the interests of uniformity, 
fairer treatment and general company 
welfare.” 


Talbot Says Agents’ Duty 
Is to Instill Confidence 


(CONTINUED FROM PAGE 1) 


exceptionally low. Net gain of insurance 
in force moved up more encouragingly, 
he said. The average policy was $3,456, 
thus denoting quality business; the aver- 
age premium per policy $115.19, and per 
$1,000, $33.31. 

Regarding investments, he said, the 
pressure still is on, with corporate bor- 
rowers retiring existing bonds and re- 
financing at much lower interest. Dur- 
ing the first six months Fidelity Mutual 
holdings of over $1,000,000 par value 
from which there has been received 4.12 
percent yield were called and replaced 
by new issues on a revenue basis of only 
3.01 percent. 

In the half year new purchases of se- 
curities amounted to par value over 
$9,000,000 all entitled to “A” or better 
rating but on a basis that will yield only 
2.63 percent. The total of all new in- 
vestments by Fidelity Mutual, however, 








. including real estate mortgages and pol- 


icy loans, nets a return of 3.19 percent, 
President Talbot said. 

Of the interest expected from the en- 
tire bond portfolio of over $76,000,000, 
97.4 percent was received in the first six 
months, in addition to which over $20,- 
000 was paid the company in interest 
on bonds carried in the default list. 
Quality of bond holdings is extremely 
high grade, which in a measure accounts 
for the relatively low interest return, 
but safety of principal is the first consid- 
eration. Not a single bond holding in 
the portfolio went into default in the 
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National L. & A. 
Men Back to Work 
Under Old Contracts 


A strike of agents of the Nation 
Life & Accident in Detroit and Phi). 
delphia was terminated Aug. 29, whey 
the men returned to work, after being 
out for over two weeks. All of the 
agents returned to work under their jp. 
dividual contracts which were in for 
prior to the controversy after negotij. 
tions had failed to materialize a union 
contract. The strike was called afte 
the agents had submitted demands tha 
were declined by the company after , 
series of bargaining conferences, 





Negro Society in Difficulties 


Officers of grand lodge of Knights oj 
Pythias of Missouri, Negro fraternal oj 
St. Louis, will not resist the receiver. 
ship suit filed against the lodge by At. 
torney-General McKittrick in circuit 
court at St. Louis. The suit also asked 
the lodge’s charter be revoked. Recent 
examination, it was alleged, showed 
value of assets only about $8,000 and 

- liabilities of $32,491, with a total of 
$37,500 claims due and only $7,801 paid, 
Hearing was set for Sept. 18. W.T. 
Ancell, grand keeper of records, said 
the financial plight was caused by the 
continued depression and unwise 1- 
vestments. 











six months period nor in the correspont- 
ing period last year. 

The real estate mortgage field is not 
encouraging, he said, but the company 
placed about $2,500,000 in the first six 
months, the larger part in government 
insured FHA mortgages. Income te. 
turn on real estate holdings is respon¢- 
ing to the fixed policy of spending the 
necessary money to recondition and re 
habilitate properties taken over in fore- 
closure. For 12 months ended June 30, 
net income derived from this source was 
2.95 percent compared to 2.5 percent in 
the previous 12 months. 

“While the constant lowering of in 
terest yield is not jeopardizing the funda 
mental safety of life insurance, yet itis 
quite obvious that it does affect the net 
cost of protection. <A_ life insurance 
company in this respect is no different 
from an individual, If an individual su- 
fers such a loss of income and the cost 
of living is not proportionately de 
creased, the result can only be a relative 
increase in his cost of maintenance,” Mr. 
Talbot concluded. 
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15 Minutes from HOLLYWOOD 


of Los Angeles, entertainment 


downtown 
LOS ANGELES 


HOTEL 
CLARK 


ITH the movie capital of the world 
and radio city within the borders 
reaches 





ROOMS 
555 
BATHS 


from 





its zenith. Gay nights, laughter and life; 
sunny days filled with thrills and excite- 
ment. In the center of everything !s 
situated the HOTEL CLARK at Fifth 
and Hill Streets. A hotel where you will 
enjoy hespitality to its fullest extent; 
where you will find your every wish an- 
ticipated. Whether you stay in Los An- 
geles for a few days or a month, choose 
Hotel Clark, downtown in the heart of 
things. 
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WE SALUTE 
THE LIFE UNDERWRITER 


A man unsung in the annals of poetry 
and song; 

A man who has made himself indis- 
pensable in his community: 

A man respected, whose sound advice 
is seldom disputed; 


A man whose discerning sympathy 
and shrewd business ability have 
leveled the black clouds of worry; 


A man who is more and more becom- 
ing financial advisor to his clients—a 
friend of the inner circle; 

A typical American—The Life Under- 
writer. 


If you would be such a man, you will 
find it pays to be friendly with 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT . INDIANA 


NOW IN vu /50 YEAR 


A milestone at which we are grateful for the 
steadfast confidence and good will that mark day- 
by-day relations between policyholders, field force 
and home office staff. 








































An anniversary in which we are striving to be 
worthy of continued leadership as one of America’s 
oldest and strongest life insurance companies. 

















Dollars For Defense 


HROUGHOUT the United States, the cry today 

is DOLLARS FOR DEFENSE! People in all 
walks of life—in every city, town and community— 
are being urged to invest funds for the future protec- 
tion of the nation. 


Such. activity provides exceptional and timely op- 
portunities for the life insurance agent. The uncer- 
tainty of the times emphasizes to millions of Americans 
the value of investing dollars for personal defense 
through life insurance. 


The Atlantic Life Home Defense policy—especially 
designed to provide dollars for personal defense is the 
last word in modern protection! 


For full details regarding an agency in North Caro- 
lina, South Carolina, Tennessee, West Virginia or 
Maryland, write to Robert V. Hatcher, Vice President. 


Atlantic Life INSURANCE COMPANY 
Richmond, Virginia 
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Isaac Miller Hamilton, board chairman of Federal Life, poses with the huge Ham- 
ilton Trophy, to be awarded in his honor to the company’s outstanding agency each 
year. Mr. Hamilton will celebrate his 77th birthday Sept. 6 and Federal Life agents 
will stage a special productive drive in September to commemorate it. 

Still as active as he was 20 years ago, Mr. Hamilton divides his time between Federal 
and his one other great interest—travel. Last spring he made a six weeks’ aerial trip 
around South America. 
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Group at meeting in Wichita of chairmen of Life Underwriters State Committee 
for National Defense Savings: left to right—Norman Lisk, Metropolitan Life, Little 
Rock, chairman of Arkansas; Helen Summy, Equitable Society, St. Joseph, Mo,; 
J. Hawley Wilson, Massachusetts Mutual, Oklahoma City, and Lee Wandling, Equitable 
Society, Wichita. Miss Summy and Mr. Wilson are members of the national com 
mittee working with the state chairmen in Oklahoma, Colorado, Arkansas and Mig | 
souri. Mr. Wandling was invited to sit in at the meeting. 


W. D. Bacon is shown (left) as he conferred with Ray S. Alexander, his successor 
as agency secretary in the home office of Volunteer State Life of Chattanooga. Mr. 
Bacon becomes director of advertising and sales promotion for Occidental Life 
Los Angeles. 

Mr. Alexander, a native of Fordyce, Ark., attended Hendrix college at Conway, Atk, 
and Jefferson College at St. Louis. He then joined Home Life of Arkansas. When 
that company was taken over by Central States Life he went with that company al 
was promoted to agency vice-president. Since last November he has been conne 
with the state insurance department. 


Scenes from picnic of Nashville As 


ciation of Life Underwriters which wa” 
in the nature of a sendoff to John & 
Witherspoon, general agent for John Har 
cock Mutual, who is soon slated to 
elected president of the National As® 
ciation of Life Underwriters: left to ri 
—James Fly, past president Nashville = 
ciation, chatting with Joe Lasky, Life 
Casualty, general chairman of picnic; Sam 
McGaw, Connecticut Mutual, preside” 
Nashville association; Frank Phillips, Mr. 
Witherspoon and L. W. Cherry, Mu 
Benefit Life. 





